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“Pushing the Live Wire Line” 
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SUN-RED EDGE 


The Only Self- Measured Screen Cloth 
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Brings Protection to Customers and Big Profits to You 


1. The Sun-Red Edge is our exclusive 
mark of identification and your customer's 
absolute assurance that the cloth upon which 
it appears is of highest quality. 

2. Sun-Red Edge screen cloth eliminates 


annual replacements and increases your repu- 
tation for reliability and honest values. 


3. Marked every six inches like a tape line 
—Sun-Red Edge takes the guess work out of 


measuring and saves time and material for 
you in making sales. 

4. Three distinct kinds of Sun-Red Edge 
—Black Painted, Electro-Galvanized and 
Copper-Bronze—enable you to handle every 
screen cloth need in your community. 

The result is quick sales, rapid turnover 
and a larger volume of business and profits 
than you have ever received before. Write 
for details of the Sun-Red Edge selling plan. 


REYNOLDS WIRE — ei Ill. 
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HROUGHOUT 1924 we have strived to educate the Con- 

sumer of FRANTZ Builders’ Hardware. Educate him in 
such a way that when he finds need for hardware of any de- 
scription, he will think only of the dealer who sold him FR4NTZ 
goods, and go back to him to purchase more SATISFACTION. 
Through the medium of the distinctive orange label, backed by 
an ironclad guarantee, we have attempted to bring the Dealer 
and Consumer of our products into a business friendship that 
shall be lasting and inseparable. The success of our 1924 cam- 
paign proves that people still “‘crave’’ fair treatment. They 
invite it. Their business goes where they can getit. Therefore, 
the principle that has been the foundation of this fifteen-year- 
old manufacturing company will be strictly adhered to in the 
coming year and every year thereafter. 





“DISTINGUISH THE HARDWARE BY THE LABEL” 
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Merry Christmas 
and A Happy New Year 


N 1925 we will celebrate the 10th 
Anniversary of PYREX. 


Watch for important announcement 
in January 8th issue. 





Transparent Ware 


Pyrex Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 


W orld’s Largest Makers of Technical Glassware 
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WE TAKE THE HOLIDAY SEASON AS A 
FITTING TIME TO EXPRESS OUR THANKS 
TO THOSE WHO HAVE GIVEN US THE 
OPPORTUNITY TO SERVE THEM 


ACCEPT OUR HEARTY GOOD WISHES 
FOR A HAPPY NEW YEAR 


THE PECK STOW & WILCOX CO. 


SOUTHINGTON, CONN., U.S. A. 
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7 Atkins Silver Steel Saws : 


To My Fellow Hardware Dealers” 





| reeommend 











Mr. J. Horland, 3 Springfield Ave., a progres- 
sive hardware merchant of Newark, N. J., has 
something very important to say about Atkins 
Silver Steel Saws. 


He won ten dollars for writing the following 
sales letter entitled, “Here’s Why I Recom- 
mend Atkins Silver Steel Saws To My Fellow 
Hardware Dealers.” This is an interesting 
letter, and we hope it will convince you that 
Atkins Saws are “The Finest on Earth.” 


“TI would like to write a few lines to my fellow hardware dealers in reference to 


your saws. 


**We have been in business for over twenty-five years, and until about three years ago 
we have carried other make saws. We have had calls for your saw and we decided to 


try them. 


“During the three years that we have been selling your saws, I can say that our sales 
have doubled for several reasons; first, they are the best saws made and, second, they 


are the best looking saws made. 


‘To my fellow dealers I can say that for quicker sales, better sales, sell Atkins Saws.” 


THREE VERY POPULAR SAWS ° 


ATKINS 
No. 51 HAND SAW 








A high-grade general purpose saw with skew 
back, ribbon edge. Hand smithed blade with 
polished applewood handle. Taper ground to 
cut easier. Silver Steel holds an edge ionger. 


E. 


Established 1857 
Machine Knife Factory 
Lancaster, N. Y. 


Atlanta Memphis 
Chicago Minneapolis 


ATKINS 
No.400 HAND SAW 
SHIP POINT 





The finest saw on earth; extraordinary in 
quality, workmanship and finish. Genuine 
SILVER STEEL ~ a" ship point, tive 
gauges taper ground. MIRROR POLISH, 
Solid ROSEWOOD HANDLE of the Im- 
proved Perfection Pattern, Nickeled screws. 
Skew or straight back. Comes in moisture- 
proof bag. 


Home Office and Factory 
Indianapolis, Ind. 


BRANCHES: 
New Orleans Portland 
New York San Francisco 


ATKINS ALWAYS AWAD” 


A skew back saw, favorite of many high-class 
mechanics for general carpentry work. The 
Silver Steel blade is taper ground by Atkins 
process, with the damaskeen finish. The At- 
kins Perfection handle eliminates wrist strain 
and makes sawing easier. 


C. ATKINS & COMPANY 


“The Silver Steel Saw People” 


Canadian Factory 
Hamilton, Ont. 


Seattle Paris, France 
Vancouver, B. C. Sydney, N. S. W 


+ eRe Rape eran y ES eee . 








HARDWARE AGE December 25, 1924 











@ STANLEY ® 











BUILDERS 
HARDWARE 


We are Headquarters 





We have 


A FULL LINE 
IMMENSE STOCKS 
BOTTOM PRICES 
QUALITY GOODS 


And 


Our service will suit 
you— 





Give us a chance to quote 
on your needs. 


The Geo. Worthington Co. 
Cleveland Ohio 
Established 1829 
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+ SOM 238s | ea RENNIE a ee 


Pay 


¥s Tae qITH full conGédence thet graphed in four colors. It is small, bu 


; Furni 
a eh 1 a there’s a great market for aga as f big enough to attract full notice- 
is EA SISs h d ’ charge with the 9/1: we , ; 

fj} tatchet screw drivers, a following assort- 11%4” high by 934” wide. Weighs onl. 


ade Ad most untouched as yet, and ment: 2% lbs. with 5 screw drivers attached. 


knowing that proper display will in 4—No. 63—2 Note the selling slogan on the display 
crease sales to a marked degree, we 4—No. 63—4 
/ N , — ‘Pay a little more and get a Ratchet 
offer this new ratchet screw driver 4—No. 55—3 ne 
renee 4—No. 55—6" Screw Driver.” Lots of your customers 
— 2—No. 59 will do that if you put the tool in front 


It is made entirely of metal, litho- of them. 


Z MILLERS FALLS COMPANY, Millers Falls, Mass. 
28 Warren St., New York 9 So. Clinton St., Chicago 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screw Co. 
PROVIDENCE , RI, 


WESTERN DEPOT 


225 WEST RANDOLPH ST., CHICAGO, ILL. 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 





12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 34 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


‘' ESTABLISHED 1873 INCORPORATED 1892 
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PURE PAINT 
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Covers Better—Spreads Farther 





[] 1. Send us, without cost, Inert 
Demonstration Case. 

[} 2. Tell us if Exclusive Agency 
Franchise for this city is still 
available. 
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Lasts Longer 


- The MARTIN- 











CHICAGO BROOKLYN LINCOLN LOS ANGELES 
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: Porch and Deck Paint— 
: Ti Aa ecu eee Very popular with the 
— te ‘ home owner and in demand 
: . Aa by large buyers for use on 
. , hotel porches, decks of ves- 
; 7 sels, etc.  Obtainable in 
‘ yr “ rx ' six suitable colors. High- 
DO =: ty ere est quality. 
— <— =_— thie Oe FE ; 
mt Neu-Tone—An ex- 
ir i | {| { —— ae ogy sani- 
Motor Car Finishes — ; > ary. washable, flat wall 
ne tah grads Sateen DT py penutital slorss Backs 
ng, gh-grace autom x ' ° 
enamels. Easily applied and Red School House Barn | HAL 323 on Suumaten dean 
dries over night. Superior pPginge—The highest quality, | " that will immediately 
quality. most popular and the best jet p 


increase your fi 
advertised barn paint on the nd ) ee 
market. Exceptional promo- <—gs 3 om 
tion assures quick turnover Senour’s Floor Paint — 


and good profits. Also made rd ¥ The ‘Pioneer’ of floor paints 

“ites and to-day the largest sell- 
ing paint specialty in the 
country. Satisfaction guar- 
anteed or money back. 























in gray and white, 


X 
Secret of Success 


HE Main Store on the Main Street of any 
hamlet, town or city, owes its prosperity to 
trade dominance of the community it serves. 





Dominance of the paint business will come to 
your store if you can always please, alwayS CON- Truce Paine —- Eapecially 
vince and always satisfy your customers that  Wice,f, retniening, tractors: 
each and every paint product they purchase — @i}, Suvtaoes where a high 


gloss, durable finish is re- 


from you are true “Standards of Comparison.” Wry A atibe NY 


would be impossible. 
Monarch 100% Pure Paint is the guiding stand- fe 
ard by which all paints can be compared. It | 
















Wood-Var Colored 




















: } | He “EE 
; guarantees full value, service and ultimate ATS oh ye Bh : “J | ‘the snost ‘quality. pos- 
' consumer satisfaction. e NY, 7 D7 > Sa. 
s . ‘ ‘is - ‘ unusual sales promotion 
4 Paint specialties that merit, through quality and advertising foe 
: and better value, the tremendous popularity constantly increase your 
they enjoy permit the Martin-Senour dealer a Se 
to completely control every channel of profit 
that paint retailing offers. 
. Good profits, real merchandising service, ex- 
3 ceptional advertising, sales promotion assist- I 
2 ance, and “hand in hand” co-operation are all 
53 — realities to the thousands of Martin- 
4 nour dealers. | 
' There may be an exclusive agency opening in _—_Kolor-Brite—A now decorative enamel made 
: your community now. Send inthecoupont Jay, vom, porch and sunparlor furniture, | bresk- 
2 bric-a-brac, radiators, bicycles, motoreyeles, 


¢ eds, ons, toys, ete., ete. Quick turn- 

% poy ond goed profits are assured with Kolor- : 

ee f Brite. biden Hrow . 
e ad Auto Flat Ned Ee ad 


SAN FRANCISCO MONTREAL WINNIPEG VANCOUVER Fintevercical manner of finishing automobiles. 


Flat Coat first—varnish afterward, 
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Satisfactory results for every installation. One hun- 
dred per cent water service every time. Impossible 
unless the pump is of the correct size and capacity, 
and is adapted for the suction depth under which it is 
to be operated. That’s why there are Twelve Sizes of Myers Self- 
Oiling Power Pumps for shallow wells or cisterns, and five sizes of 
Myers Self-Oiling Working Heads for deep wells. For every pur- 
chaser there is a style and size for his own requirements. Volume, 
operation, suction depth, discharge, and all of the other conditions 
encountered in the installation of a power pump are happily met 
“ in the Myers line of Self-Oiling Power Pumps. Their field of ser- 
vice is a broad one. Their standard of service is in a class by itself. 
Their possibilities for sales are practically unlimited. They offer 
out-of-the-ordinary opportunities to dealers, 
plumbers and pump men. In return, they 
give out-of-the-ordinary water service to 
. those who use them. To know the facts is 
but to write us for catalog, information and 
prices. 


Che F.E.AMYERS & BRO.CO, 


ASHLAND - OHIO. 
ASHLAND PUMP AND HAY TOOL WORKS 
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One man can mow, 
It takes two to grind, 
We make the mow kind. 


Little Giant Scythes 





Se ee ooo 2 
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if Se : 
ORATIO S. EARLE 
and Sales Manager 








matt 
Mule-o-logical Philosophy 


For centuries my race has been 
known as kickers, but, if our 
owners would make it as easy 
» for us to do our work as it is for 
them to mow grass with Little 
| Giant Scythes made by the 
4, | North Wayne Tool Co., we 


would never kick again. 


Signed, J.A. MULE 

































ee 


North Wayne Tool Company 


1 
; HALLOWELL, MAINE 
Sales Office, 1409 Ford Bldg., Detroit, Mich. 


Scythes, Grass Hooks, Corn Cutters, Bread Knives, etc. 
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Glazed White Enamel 


Bathroom Fixtures 


No. IJSWE Bathtub Soap 
Holder is one of the big sellers 
in the Natwire heavy line 
which includes a dozen essen- 
tials for bathroom equipment, 
each article built for service. 
Quantity production makes 
possible popular prices. The 
enamel is enduring and per- 
manently white. Your trade 
will take quickly to this line. 
For complete information 
address Department A. 





Glazed white enameled handles on strainers without 
extra charge. A strong selling feature that will appeal 
to your trade. 


WICKWIRE SPENCER STEEL CORPORATION 


General Offices, 41 East Forty-second Street, New York 


Worcester Buffalo Philadelphia Cleveland Det roit Chicago San Francisco Los Angeles Seattle 
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ELIABLE Golden-Glow Gas Heat- 
ers are new—in design and con- 
struction. They are made in two styles 
—portable and fireplace. They are the 
result of three years of constant experi- 
menting by an organization which has 
had thirty years experience in the man- 
ufacture of gas appliances. 


No heater on‘the market compares 
favorably ‘with the Reliable Golden- 
Glow in beauty or efficiency. 


The portable type is finished in ebo- 
ny black with a hearth plate of polished 
aluminum. 


The fireplace type is made of channel 
iron finished in antique brass with a 
hearth plate and reflector sides made of 
non-oxidizing metal with a brown finish. 
All frame parts of both types are elec- 
strically welded. 





152 West 42nd Street 
New York City 


315-317 South wanes Ave. 


icago 


718 Mission Street 
San Francisco 


350 East First Street 
Los Angeles 





The New Reliable Golden-Glow 
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Both types use the new Reliable 
Golden-Glow Giant Elements which 
have a greater luminous heat-radiating 
surface than those of any other heater. 


The new Reliable Golden-Glow Bur- 
ner (illustrated below) effects a perfect 
distribution of flame to all parts of the 
elements. 


Reliable Golden-Glow Heaters sell 
on appearance alone. ‘Their unequal- 
led efficiency creates many repeat or- 
ders. This new line of heaters nets you 
quick and ample profits, and no com- 
plaints. 


Order a sample‘ Reliable Golden- 
Glow Heater today. Test it out your- 
self. ‘Then put it on display. We know 
what the result will be— cause the 
price is RIGHT. 


RELIABLE STOVE COMPANY 


Division American Stove Company 
Factory and Main Office: 1787 East 40th St., N.E. 


CLEVELAND, OHIO 












NEW ENGLAND STATES 
REPRESENTATIVE 
The Eastern Service Company 
131 State Street, Boston 


EXPORT OFFICE 
209 West 43rd Street 
New York City 














Heater 
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No. 203 FT Grocers’ Trip Scales 


CHATILLON 


Grocer Trip Scales 


Standard for counter use, the old reliable—simple, 
sturdy and accurate. 

Merchants who sell goods over the counter can use 
these scales to advantage. Their simple, dependable 
operation is just what merchants need. Various capaci- 
ties and different styles of scoops are offered for all uses. 


You can depend upon Chatillon Scales to bring you 
regular profits. Merchants will never stop using scales. 
This means never ending sales and profits—do you 
handle them? 


Your Jobber Can Give You Prices And Full Information 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street New York City, N. Y. 
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For Christmas—two pages in 
the Post, full pages in a long 
list of important farm and na- 
tional magazines—big news- 
paper ads—extra dealer helps 
—new displays. For 1925, a 
great ‘“‘carry-on’’ campaign. 


The sales impetus of Christ- 
mas will swing right on through 
the New Year—capture the gift 
money purchases of January. 
Order ahead—keep your stocks 
in shape. Keep the sales mount- 
ing—right up to Christmas— 
and after! 





**There’s a RADIOLA for every Purse’’ 









RADIO CORPORATION 
OF AMERICA 


SALES OFFICES: Suite No. 156 


233 Broadway 10 So. La Salle St. 
New York Chicago, Ill. 


28 Geary Street, San Francisco 










Radiola X 


The Regenoflex circuit in a rich mahog- 
any cabdinet, with its own loudspeaker 
ouilt in. With four Radiotrons WD-1t 
Se Ladd daws os 4bnne sien eewneust $245 









This Symbol is your 
of quality 









protection 





Radiola Regenoflex 





Sensitive, selective, non-radiating. Fa- 
mous for its tone quality! With four 
Radiotrons WD-11 and Radiola Loud- 
EE PE ee List $191 





REG. U.S. PAT. OFF. 
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WESTINGHOUSE LAMP COMPANY 





For Canada: Canadian Westinghouse Co., Ltd., Hamilton, Canada 


Westinghouse 


A Profit Building Trio. 


Westinghouse Mazda lamps in quality and effici- 
ency are second to none. There is a constant demand 
for Westinghouse Mazda lamps by name. The hard- 
ware dealer who concentrates his sales effort on one 
brand of automobile lamps will find his profits steadily 
increasing. 


Through constant advertising, motorists have been 
told and shown that it is as necessary to carry spare 
lamps as it is to carry spare tires. Hardware dealers 
selling Westinghouse Mazda lamps should capitalize 
on this advertising by tying in with the “Carry Spare 
Lamps” idea. There are available to all Westing- 
house dealers many pieces and various types of adver- 
tising. ‘The display pictured here is the famous and 
well known Westinghouse Cop, an advertising piece 
that has increased the lamp sales of many dealers. 


The third and most important member of this profit 
building trio is the new Westinghouse Metal Three 
Lamp Kit. It is the only metal kit that retails for ten 
cents. Itis possible for a dealer to sell the kit complete 
with lamps for less than one dollar. One Westing- 
house dealer, by making a small display of the kits 
and some of the advertising material offered him, sold 
one hundred and ten kits in a week’s time and with 
every kit he sold three lamps! You can do the same 
by becoming a dealer for Westinghouse Mazda 
lamps. See the Westinghouse distributor nearest you. 


150 Broadway, New York, N. Y. 


Sales Offices and Warehouses Throughout the Country 
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In the 


Armstrong Regenerative Receivers have been the goal of 
comparison for all others. Trick circuits have been de- 
signed to get around the Armstrong Patent hoping to obtain 
results “just as good.” ‘This has resulted in the use of more 
tubes, necessary without, but unnecessary with regeneration. 


This is one reason why Crosley Radios, licensed under Arm- 
strong U. S. Patent No. 1,113,149 have performed everywhere 
so remarkably on so few tubes. 


The Crosley Trirdyn, employing Armstrong Regeneration com- 
bined with tuned non-oscillating radio frequency amplification 
and reflexed audio frequency amplification and using only three 
tubes, consistently gives greater selectivity, more volume and 
wider range than can be obtained where five or six tubes are 
employed without regeneration. With no regeneration, two 
stages of radio frequency amplification, requiring at least two 
additional tubes, must be employed in front of the detector 
tube to get the same results as furnished by one tube where 
regeneration is used. 


Every additional tube means additional expense; an added dial 
to tune, greater difficulty in operation, more distortion and more 
tube noises. The three tube Crosley Trirdyn has only two dials. 
These operate but two circuits, making tuning and logging 
very easy. 

You can’t beat the results obtained from an Armstrong Re- 
generative Crosley Radio. A trial will convince you. 


BEFORE YOU BUY—COMPARE 
YOUR CHOICE WILL BE A CROSLEY 
For Sale by Good Jobbers Everywhere 


Crosley Regenerative Receivers are licensed under Armstrong U. S. Patent 
1,113,149 


Prices West of Rockies—Add 10% 
Write for Complete Catalog 


THE CROSLEY RADIO CORPORATION 


Powel Crosley, Jr., President 


12794 Sassafras St. 


Crosley Owns and Operates Broadcasting Station WLW 


Gam: the inception of radio, the resuits obtained with 


DO THE 
R 





Cincinnati, Ohio Crosley Trirdyn Newport, $100.00 
With tubes and Crosley Phones $115.75 
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Crosley Trrdyn Special, $75.00 
With tubes and Crosley Phones $90.75 





Crosley One Tube 
Model 50, $14.50 
With tube and Crosley Phones $22 





Better -Costs Less 
Radio 
Crosley Two Tube 
Model 51, $18.50 
Cre »sley With tubes and Crosley Phones $30.25 


Head Phones 
Better—Cost Less 
$3.75 





Crosley Three Tube 
Model 52, $30.00 
With tubes and Crosley Phones $45.75 





Mail 
This 
Coupon 
At Once 


The Crosley 
Radio Corp'n 
12794 Sassafras St. 

Cincinnati, O 
Mail me, free of 












Crosley Trirdyn Regular, $65.00 
With tubes and Crosley Phones $80.75 


charge, your catalog 
of Crosley receivers 
and parts 
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You Can “Spot”’ 
a Bee-Vac Dealer 
By His Smile 


He smiles with satisfaction, because for years 
the Bee-Vac Electric Cleaner has brought him 
more cleaner business with steady, ‘depend- 


able profits. 


He smiles because the world’s lowest priced 
standard quality cleaner is so easy to sell. It 
does not require expensive time-taking dem- 
onstrations or large outlay of capital. He buys 
Bee-Vacs from his jobber as he needs them. 
The remarkable efficiency, special features, 
and durability of the Bee-Vac not only keep 


it sold, but bring additional business. 


He smiles because he has always had an 
unusually complete line of business-getting, 
free dealer helps, and has been continuously 


backed by powerful National Advertising. 


If YOU are not selling the Bee-Vac, and 
smiling, ask your jobber at once for full 
details, including the facts about the big 


National Magazine Campaign now appearing. 





‘]BirTMAN J LECTRIC (OMPANY 
Dept. B-212 
Lake and Desplaines Street - Chicago, U.S. A. 
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CONSUMER PRICE 


39” 


Why Pay More? 


The Bee-Vac 
is Sold Only 
Through Jobbers 
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70/- of the light below the dotted line 


The light is on his work 25 and 50 Watt } 
No glare in his eyes entity 


50 Watts 


i : 220-250 Volts 
The illustration tells the entire story wihies 


of the 





2 Hygrade Reflector Lamp 


MILL TYPE | Licensed unde 

| General Electric 

, Companys incandes 
cent lamp patents 












A NEW lamp which is solving difficult 
local lighting problems. 


Descriptive Circular 
on request. 


HYGRADE LAMP CO 


GENERAL OFFICE 
AND Factour VW savem MASS 














Hygrade Lamps 


You cannot buy WV abetter lamp |: 
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| Talk these points 
and sell more drills 
si 


Fz, 





indeed 
MORE BALL BEARINGS Why-eenble with 
(THROUGH this departure the uncertain when ‘ 


from common practice, a 
U. S. Drill delivers more power you know 
to the drill point. Months are 
added to its life. 


To you men who know the superi- 
ority of ball bearings over plain 
bearings this additional quality 
means much. 











So on through the entire drill— 
in the very things that mean long 
life and low costs—-you will find 





will meet the most | | 





U.S. superior. ° ° 2 
Write for the U. S. Catalog—a exacting require- 4 


of this better drill. 


close acquaintance with the details 
ments? 












TOOL CQ If your Wholesaler does 
CINCINNATI,OHIO. f J . 
not sell them, write us. 
Write for (le- 
Ay U. S. catalog ‘ - 
and the new THE SAVE SALES COMPANY e 
“Handbook of z 
Portable Elec- Toledo Ohio & 
tric Drill Prac- 9 et 
tice.” Sent free 
on request. 
Standard 
Equipment 
G 
Distriet Sdles Offices and Service Stations 
iH Boston Detroit Philadelphia 
Buffalo Houston Pittsburgh 
Chicago Kansas City St. Louis 
Cleveland Minneapolis Toledo 
| New York 
| Complete stocks carried in all service stations 
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Synchrophase 


with Didierntihee 








Ir Is Written: 

“A slight deviation 
leads to a great er- 
sor.” 


There are no devia- 
tions, however slight, 
in the making of a 
Synchrophase; each 
is a masterpiece. 





NTO this masterpiece of design and craftsmanship are 

built the knowledge and experience gained during 

fifteen years by the manufacturer who stands pre-emi- 
nent in. the industry. 


Binocular coils give the Synchrophase a degree of 
selectivity found in no other receiver. Two stages of bal- 





Synchrophase Secrets , 

mi yponnn = ert anced tuned radio frequency—the result of exhaustive 
te, Straight line frequency) research — are responsible for its unsutpassed sensitivity. 

tenes Sea Wes as detest ; 

incwne dhs sovtlion off tow Its thorough ease of operation is made possible by the 

wave stations toward the lower : | ours , 

Oe ys ne a nt S-L-F condensers and a volume control giving an un 

for the various broadcast sta- broken range of six variations of audio amplification. 


tions being spaced at ~~ in- 


pvt ecg peouthoenne Ti To see the Synchrophase is to appreciate its.charm; 


circuits are so arranged that 


the settings for a given station to operate it, is to realize its true excellence. 
wpa Se 


are identical on all three dials. 


The S-L-F Condenser makes 
the Synchrophase a receiver The more progressive jobbers and dealers sell the Synchrophase. Write us. 
that is unrivalled in its sim- M 
plicity and ease of dependable 


isc A.H.GREBE & COMPANY, INc: 
— | ; Van Wyck Blvd., Richmond ‘fill; N.Y. 
Western Branch: 443 So. San Pedro St., Los cae Cals ait 














* {4 


All Grebe apparatus is covered by patents srtivied wh ve. 
; & elt oe b Het 4 ita ; 
Pes 4 % $ 
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THIS COMPANY OWNS AND OPERATES ‘STATION WAHG. 





TRADE MARK 
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Saunders Norvell 


Mr. Norvell has grown up with 
the Hardware Industry from stage 


coach days to Pullmans. The rise of 


great business houses, and the passing 
of men who have made hardware his- 
tory have been personal experiences in 
his life. Im a forceful, yet intensely 
human way, Mr. Norvell has woven 
into this story thrills, romance, the 
descriptive power of a great novel and 
a fund of fine hardware merchandising 
principles. It is a human story of a 
very human individual and a chronicle 
of 40 developing years of the Hard- 
ware Trade. 











Should Be In Every Hardware Man’s Library 


“Forty Years of Hardware” will be highly prized in your 
73 (Su «(library and give many happy evenings with its romance 
of the business that is YOURS. 





In a forceful, yet human way, Mr. Norvell has woven into the 
story of his business life thrills, romance, the descriptive power 
of a great novel and a fund of splendid merchandising principles. 
It is a human story of a very human individual. Stock boy—travel- 
ing salesman—sales manager—executive—president of a nationally 
known hardware jobbing company—what an experience—what a 
background for “Forty Years of Hardware.” 


“Forty Years of Hardware” is not a one month, nor a one year 
book. Hardware men will know it as a romance that draws them 
back—always—to re-read parts, or the whole, or for its fine busi- 


ness philosophy. 


This is the kind of book to place in the hands of your son or 
employees. It instills the history, tradition, romance and methods 
of the business to which you are devoting your efforts. Nothing 
more helpful for them has ever been written. One well known 
company ordered sixty-five copies for their sales force. 


Large numbers of orders are being received daily. Place your 
order now, with remittance, and avoid disappointment as a second 
edition will not be printed for months, if at all. 


$3.00 per COPY ORDER AT ONCE 


It stands alone—the most intensely human chronicle of the 
hardware business ever written. 


HARDWARE AGE, 239 West 39th Street, NEW YORK 


December 25, 1924 
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y Blect ie Nn 5 VERCRUSH 
Washer %e Great Safety Wringer 


The PRIMA Washer equipped 
with the famous NEVER- 
CRUSH Wringer, offers you 
a unit that breaks the back- 
bone of competition. It means 
large sales, large profits and 
plenty of satisfied customers. 


The PRIMA will wash clothes 


A new 
practical 


clean —easily and quickly — 
without harming the daintiest betareconian 
fabrics. The elliptical tub is wringer 
perfectly smooth on the inside 
—there are no mechanical de- 
vices to wear or tear the 
clothes. 


The tub is made of Douglas 
We have a sales plan that offers big Fir msg GUARANTEED FOR 110 
possibilities for live dealers. TEN YEARS. mags 0 Oe ; 


volt current. 
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Satisfied Customers, Quick 
Turnover, Increased Volume 


and Larger Profits with 
NILCO LAMPS Next Year. 





NILCO LAMP WORKS, INC. 


EMPORIUM, PENNSYLVANIA 
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“Sandy going to retire?” 

“No, he’s just bought a Starrett 
Combination Square and wants to 
get rid of some of the tools he won't 
need any more.” 

“Well, he’ll have to go outside for 
his customers. Everybody in our 
place has a Starrett ‘Combo’ now.”’ 





Starrett Combination Square 


A Tool you can sell Marking Gage, No 
to Machinists, Car- Miter, Level and ° 
penters, Auto-Me- Plumb. Attachments 11 
chanics, any man in’ can be added at small 

fact who uses tools. additional cost which 
Combines the uses of doubles the uses of 

a set of Try-Squares, this most useful tool. 
Rule, Depth Gage, No wonder it’s pop- y 
Height Gage, ular. : 


THE L. S. STARRETT CO. 


toe 


Get the Starrett Catalog 
Sy” No. 23 “A” for descrip- 











W orld’s Greatest Toolmakers “ BS : 
Manufacturers of Hacksaws Unexcelled ' S _ of “ ees 
. 7 y Starrett Combination 

ATHOL, MASS. : Se Squares and _ Sets. 


Mailed free. 
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| McKinney has developed an 
ingenious way to bring your 
builders’ hardware prospects 
back to buy. The material is 
| free to those who handle 
McKinney Hinces. So write 
for Forethought Plans today. 











McKINNEY MANUFACTURING COMPANY 


PITTSBURGH PENNSYLVANIA 
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Christmas is without doubt one of 


our most ennobling institutions. It brings 
to us, as at no other time, the conscious- 
ness that no man can live unto himself 
alone; that each of us owes something of him- 
self to his neighbor and that we are, after all, 
brothers. Under its mellowing, beneficent in- 
fluence, Christmas is a time of rejoicing and 
forgiving and to the thoughtful man, at least, 
it should also be a time for looking inward and 
for sober reflection on the broader significance 
of the triumphs and defeats of the year fast 
drawing to a close. 





Even as the star of Bethlehem marked the birth 
of Christianity, so with all of us, Christmas 
should mark the birth within ourselves of some- 
thing nobler and finer—something that should 





make us more worthy of the esteem and 
affection of those around us. 
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What the Editor Thinks 


Your 1925 Problem 
err we are facing a new year and 


with it a bunch of problems as an- 
cient as merchandising, but masque- 
rading under the title of news. 

Our big problem in 1925 is fundamentally 
the same as that of 1924—\to serve our cus- 
tomers by selling them the merchandise they 
need at the lowest price commensurate with 
proper service and a reasonable profit. 

The foundations of _ selling haven't 
changed and will not change. About the 
only thing that has changed is the selling 
energy required to make sales. It’s just a 
matter of horse power expanded into terms 
of man power. 

The price of business during the coming 
year will be figured on the willingness of the 
merchant to give the best he has in help, ad- 
vice and knowledge to his salesmen who face 
the consumer. 

The customer in 1925 is going to ask ques- 
tions. He is going to inquire the why and 
wherefore of every dollar he spends. He 
must be convinced and neither dignified sil- 
ence nor evasiveness is going to convince 
him. He will have to be shown how his dol- 
lar spent for some hardware article will ben- 
efit him more than the same dollar hoarded, 
or spent for something else. ‘The merchant 
who equips his salesmen to do this will in- 
crease his business and his profits. The one 
who does not will find nothing newer or bet- 
ter in 1925. He will merely be a hang-over 
from year Just passed. 3 


Good Prospects for Good 
Pros pectors 


HERE is too much apathy in business 

today; too much meek acceptance of 

so-called conditions; too much leaning 
and too little lifting. Nobody seems to real- 
ize that business is of human origin, and 
must increase or decrease in proportion to 
the human element injected into it. Busi- 
ness never rights itself. It has to be righted 
by business men. 


Men with opportunity for broad view- 
point are unanimous in the belief that we 
have ahead of us several years of real pros- 
perity, provided we do not build up another 
period of crazy inflation. 

With good business in view, what are you 
doing to be ready to get your share? When 
the plums are ripe nobody is going to pass 
them around. ‘The tree will be there, and 
the ladder, but you must do your own climb- 
ing and picking. 

There is plenty of profitable business 
ahead for the man who has faith in his coun- 
try, his fellow men and himself, and who is 
willing to back up his faith with intelligent 
effort. Meanwhile there are no rainbows in 
sight for the fellow who develops a shine on 
the seat of his trousers, but keeps his head 
and his hands soft. In the words of youth, 
“There ain’t going to be no core.” 





Some Secrets Never Intended 
as Such 


T is really strange to note how often a 
retail merchant regards his knowledge 
of the business as a one-man affair—a 

dark secret to be kept from the rest of his 
business family. He fails to realize the 
value—to himself—of equal knowledge on 
the part of those who actually sell the goods 
and establish the customer contracts. 

Business differs from law. In the courts, 

ignorance of the law is no excuse. In busi- 
ness, however, ignorance on the part of a 
customer concerning a merchant’s goods, 
service, system, etc., furnishes a perfectly 
legitimate excuse for buying elsewhere. 

But who is to tell the customer what he 

wants to know? The merchant himself can- 
not individually answer the spoken and un- 
spoken questions of all the customers who 
come into his store. Most of this work must 
be done by the man behind his counters, and 
they will never be able to do it intelligently 
unless he shatters some of his traditions and 
unloads a few of those dark secrets. Once 
brought into the sunlight he may discover 
they weren’t intended as secrets at all. 
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How Well Are You Really 
Known? 


$é OW many families are there in 
HI your trade territory/” we asked 
a hardware merchant recently. 

““About 8000,” was the answer. 

“How many of them know you and your 
store?” was the next question. “Oh! they 
all know us,” he responded. “How many 
of them buy hardware from you?” we 
queried. He hesitated a moment and then 
said “about 2000.” 

According to his own statements, three- 
fourths of the families in his trade territory 
know this merchant, but do not patronize 
him. I wonder if they really do know him? 
Isn’t it reasonable to suppose that if the 
6000 non-buying families knew him and his 
store as favorably as do the 2000 buying 
families, at least a fair proportion of them 
would have their names on his books? 

We are willing to wager that a study of 
this merchant’s accounts will show that ap- 
proximately one-fifth of his customers buy 
four-fifths of all the hardware he sells, that 
the other four-fifths buy only one-fifth of his 
sales total. We are confident that investi- 
gation would reveal to, him dozens of his cus- 
tomers who buy but a few dollars worth per 
year at his store, are purchasing elsewhere 
as heavily as his best customers. If he will 
investigate he will learn, as a lot of others 
have learned, that many of his light buyers 
have only a speaking acquaintanceship with 
him and his wares. ‘The vital contact is 
lacking. 

It only goes to prove the old assertion 
that most of us are not as well known as we 
think we are. 


That Other, Inventory 


HILE you are taking your annual 
V\ stock inventory, why not also take 
an inventory of the things outside 
your stock and fixtures which have a 
bearing on your business—one which deals 
with the strength and weakness of the hu- 
man element? You may find stickers, 
shortages, dead stock and unnecessary men- 
tal overhead. 
In the mental overhead you may find 
that you still carry envy, distrust, jealousy 
and discord—dead stock which should be 





junked. Poor business is often the result 
of a top-heavy mental overhead. 

This human inventory will in all probabili- 
ty reveal an overstock of petty attention to 
detail and useless worry. A lot of hardware 
men are spending hours of valuable time 
daily on unimportant tasks that should be 
delegated to some employee. They are 
also spending hours worrying over things 
that constructive thought and effort would 
quickly correct. 

This inventory should contain a list of 
your personal human assets. Are you good 
natured? Do you smile? Do you know 
your customers? Have you a real interest 
in your community? Is your memory 
good? Have you a reasonable stock of the 
milk of human kindness? 

Finally you need facts on the human at- 
tributes of your store force from the book- 
keeper to the delivery man. List each 
man’s stock of human qualities that can 
help or hurt your business. Compliment 
them on their virtues and aid them in cor- 
recting their faults. After all the faults are 
yours as well as theirs. 

Take this human inventory while the 
spirit of Christmas is still with you. Then 
cut down the mental overhead, junk the 
dead stock and fill in the human shortages. 

Get the right line on yourself, and you 
will usually have the right line on your 
business. 


Beware the Stopping Point 


YVERY merchant faces at some time 
in his career a stopping place—a 
place where he feels that he can cut 

off the power and coast. It is the most dan- 
gerous period of any merchant’s business 
life. 

The strange part of it all is that the mer- 
chant at the crest seldom realizes his danger. 
He feels that he has worked hard, built up a 
good business, and is entitled to a rest. Per- 
haps he is, but if he takes that rest he must 
either put another man at the helm or drift 
back to the port of second raters. 

Business is much like a race, and the 
public loves a winner. People like to deal 
with successes; they like to be with the 
crowd. So long as the world progresses, 
the successful merchant must progress with 
it. Whatever you do, don’t stop. 




















Marty Taylor, well 
known to fistic fans 
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Sells $20,000 Annually 
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Electrical Appliances 


In a 40-foot Square Electrical Departmen’, Tarzian Bros., 
Brooklyn, Have Made an Enviable Record 































N the south end of Brooklyn, N. Y., two brothers 
operate a retail hardware store with a total floor 
space of 525 square feet. Of this area 40 square 

feet are devoted to electrical appliances, which add 
$20,000 annually to the store’s sales volume. The store 
is Tarzian Bros. on Seventh Avenue. The elder brother, 
Marderos, has given the electrical end his personal 
attention. In two years he has sold more than 400 
vacuum cleaners. In the past two months he has sold 
19 washers. In less than one month he has sold two 
electric ironers, all from the forty square feet display, 
augmented by consistent outside selling work. 

The store is smaller than the average and we were 
surprised at the sales record of these two boys. “You 
are cramped for working room,” we suggested, after 
noting the cleaner, washer and ironer displayed in the 
center of the store. 

“Oh, Marty has done harder work in less space than 
that,” offered Charles, the younger boy. “He was 
title contender for the A.E.F. bantamweight boxing 
belt, fought a special invitation exhibition match be- 
fore General Pershing in France and fought before all 
the big Allied Generals. Ask any Brooklyn sporting 
fan what he knows about Marty Taylor—that was his 
ring name. He has a record of 100 ring battles, with- 
out any knockouts against him and only three adverse 
decisions. He had to quit the ring because of a 
serious leg wound received in the Argonne.” 

The subject of brotherly approval smiled modestly. 
We noted his clear eye, sound physical make-up and 
his direct manner of speech when he said: “Yes, that 
is all true, and do you know prize fighting and selling 
appliances have much in common. In both lines success 
comes from well-directed punches, delivered at the 
right time, in the right place, with some backing of a 
substantial nature. Training and preparation are 
necessary in both endeavors. When fighting, a lapse 
of one week in training set me back two weeks. In 
selling, a lapse of effort puts me back forever and 
tears down my sales record. 
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Showing interior arrangement of store of Tarzian Bros. 


“We started this business three years ago on $2,500 
capital. Our initial stock was $4,000 mostly on credit 
of sixty days. Our first year’s sales were about 
$26,000. Our second year $50,000 and this year we 
should pass the $60,000 mark. Of that total, $20,000 
is in electrical appliances and sundries. 

“We have handled electrical appliances three years 
but have only been SELLING them two years, with 
a record of more than 400 vacuum cleaners sales to 
our credit. Washers we have handled two months, and 
have 19 sales. The big ironer is hard to sell in this 
apartment neighborhood, but we have sold two. The 
washers were sold to customers with vacuum cleaners. 
The ironers were sold to customers with washers. 

“We make every customer a salesman for Tarzian 
Bros. We even ask them to show their cleaners to 
friends. If we receive a sale on the strength of a 
customer’s recommendation we present that friendly 
patron with an iron or toaster as appreciation of her 
kindness. Every vacuum cleaner customer receives 
two or three service calls. We ask if the cleaner is 
operating satisfactorily. If so, we ask if any friend 
has noticed it and liked it. Frequently a prospect 
ready for an immediate purchase is obtained in this 
way. 

“One mile from our store is Brooklyn’s shopping 
center with its three or four huge department stores 
offering all appliances at lower than list prices. We 
meet their prices and beat them on local sales because 
of our personal attention and service given honestly 
on a box of tacks or a washer. 

“Two months ago we had a strange experience. 
From Oct. 1 to Oct. 10 we took ten orders for vacuum 
cleaners at $67.50 apiece. On Oct. 11 we learned that 
there had been a decline of $10, as a special induce- 
ment for the first two weeks in October. We promptly 
mailed credits of $10 to each of the ten customers, 
made personal calls to explain and cement for all 
times the friendship, good-will and confidence of those 
ten customers. Refunding $100 may seem hard. 
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Though we did it as an honest community duty we 
have found it the best $100 advertising investment 
‘ever made. 

“Prior to Christmas we tell each customer that our 
stock of appliances is complete for the gift needs of 
the community. We stress the fact that our prices 
are as good or better than those received down town. 
We give personal attention to each customer and know 
nearly all of them by name. 


“When we opened the store we attempted to deliver 


‘every purchase as a means of building a mailing list 
and learning the customers’ names. Our trade extends 
for only one-quarter mile radius about the store. 
“Practically all of our cleaner and washer sales are 
‘clinched in the home of the prospect. We get them 
interested at the store, ask for the privilege of a home 
demonstration and lose only one in ten who permit 
the home trial. We talk time and labor investment 
and never consider that we are selling merchandise. 
“A display of vacuum cleaner oil is placed in front 
of our cash registers. We ask each customer what 
kind of oil she uses on her vacuum cleaner. Should 
she say, ‘Why, I haven’t one,’ we immediately start our 
campaign to demonstrate our cleaner in her home. 
“Credit or time payments are based largely on face 
value at this store. With more than 200 accounts on 
our books for three years, we have lost less than $200. 
Of all our 400 cleaner sales, many on time, we have 
failed to collect only on one customer, and she had 
paid our cost before moving. 
“A day’s washing done in two hours at the home 
will convince any woman that she needs a washer. 
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After making this demonstration we try to leave the 
machine in her home for a few days. In a week’s 
time you can’t remove it. 

“On time payments we permit one month to slide, 
but on the second month write the customers politely, 
state that our obligations must be met, and so we must 
ask for prompt attention to the past-due statement 
inclosed. 

“The other day a woman returned a roaster selling 
at $1.50. She had used it one week and then found 
she needed the larger $3.50 style. She was a new- 
comer to this section, so we allowed her the full amount 
on the returned article and charged the loss to adver- 
tising. Yesterday I sold her a vacuum cleaner. She 
mentioned the roaster episode, and said it was a 
pleasure to deal with the local community merchant 
because he was interested in her and gave such in- 
telligent service. Her neighbor had a cleaner and told 
her it was purchased at this store. She remembered 
our treatment with the small deal and decided to give 
us a chance. So it really pays to believe that, as 
Statler says, ‘The customer is always right.’ 

“Our store is small—only 35 feet long and 15 feet 
wide, with a 7 x 4 window. But, then, I am used to 
working hard and fast in a space only 24 x 24, so this 
little retail store seems to have plenty of room, and we 
have made the most of it. 

“Really, I don’t see why readers of HARDWARE AGE 
will be interested in me. I am only small, with only 
40 square feet of an electrical department. Any dealer 
can sell electrical appliances if he will push them.” 
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Where a business of $70,000 is done annually in electrical goods ina store 15 ft. by 35 ft. 
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N radio merchandising its well to keep in mind that a 
— recent investigation of the radio market shows that the 
salability of your receivers depends on the following: First, 
appearance; second, distance; third, volume; fourth, tone 
quality, and fifth, selectivity. 











ALEXANDER CHANDLER, president of 
Chandler & Farquhar Co., Boston, Mass. (a 
firm with 42 years of successful hardware 

merchandising to its credit), has given radio the acid 
test for three years and is very determined in his be- 
lief that such a department belongs in the majority of 
hardware stores. 

Mr. Chandler, recently invited a HARDWARE AGE re- 
porter to discuss radio with him and two associates, 
these being F. Otis Drayton, manager of retail radio 
sales, and W. E. Currier, who has charge of the whole- 
sale radio division. Mr. Drayton’s retail department 
has a sales staff of 8 men. 

Just as the four had begun to talk radio facts, Mr. 
Chandler received word that a radio factory represen- 
tative wished to see him. The newcomer represented 
a large, reputable, and well-known manufacturer and 
he was also invited to participate in the discussion, 
which is offered here for your consideration. 

“In the first place,” began Mr. Chandler, “radio 
profits are governed entirely by merchandising knowl- 
edge and effort. The only radio problem is that of 
selling the equipment. There is no money to be made 
by discussing at great length, technical facts and 
theories. The hardware man is a merchant of the 
first class and should handle radio, and will make a 
profit on it, if he studies his selling and ignores the 
ballyhoo of calamity howlers who misrepresent radio 
merchandising as a mystic and occult science .which 
only the highly technical man may approach.” 

“Quite true, Mr. Chandler,” spoke up the factory 
man, “our experience and our records prove that our 
biggest accounts are firms without technical back- 
ground, but with sound merchandising experience. We 
know that some of our most successful dealers are in 
the retail hardware trade and we know that the aver- 
age hardware dealer is a thorough merchant, trusted 
in his community, capable and willing to pay his bills. 

“The less a man stresses circuits and the more he 
thinks about SELLING, the bigger his radio profits 





will be. The tendency of manufacturing practice, in 
many cases, is to ship locked or sealed sets which the 
consumer cannot spoil by tinkering with the parts. 
Let the dealer sell radio sets made by a company who 
will make good if the sets do not. It is the tampering 
which puts radio outfits out of order. At any good 
factory all sets are built under the direction of expert 
radio engineers, tested by capable radio operators, and 
packed by skillful shippers.” 

“You know,” said Mr. Currier, the wholesale mana- 
ger, “we classify all radio patrons in one of three 
groups. They are either hams, fans or buyers. The 
ham buys ‘gyp’ stuff when he can get it cheap. He 
shops all over town to save pennies. He is the fellow 
who transmits inane messages between local programs 
and annoys those who are trying to get out of town 
stations. He buys from us, only bolts, nuts, wire, 
screws, tools and other things which he cannot get 
elsewhere. He spends perhaps a quarter at a time 
and, if you are busy, he is a hard man to shake when 
he begins to tell of the many people in distant cities 
who have heard his ‘fine broadcasting voice.’ 

“The fan is the fellow who tries as many circuits as 
he can find. He may possess a limited academic knowl- 
edge of radio science, or he may work on hearsay or 
from blueprints. He buys a few parts after consider- 
able shopping. He wants to talk DX and circuits with 
anyone who will listen. He is not a profitable type. 

“The third type is the best. He is the buyer. For- 
tunately, the majority who come to a hardware store 
come in this classification, which you may divide into 
two sections. There is first, the man who knows ex- 
actly what he wants and buys it. Second, is the man 
who may know very little or nothing about radio, but 
states the extent of his desired investment and says 
he wants a workable outfit at approximately a given 
price. With either of these two you have an intelli- 
gent working basis on which you can sell radio sets. 
You can merchandise to this type, basing your sales 
appeal on your own reputation and that of the manu- 
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facturer whose line you carry. Pleasing personality 
will also help. 

“Your radio sales staff need not be too highly skilled 
technically. Better that they are not, for if you en- 
courage discussions of radio theories, it will take twice 
the staff to serve half the trade. There never would 
be any time to sell the goods. 

“While it is possible to tie up radio knowledge with 
a selling sense, the balance must always swing toward 
the latter ability, if you wish the department to be 
profitable. 

“In fact, if a young man selling radio is also inter- 
ested in the subject, you should encourage his interest. 
Get him books and papers on radio. Let him experi- 
ment, after hours, with sets you handle, but never per- 
mit him to cloud the issue by neglecting the all-impor- 
tant merchandising or selling angle.” 

The reporter kept on taking his notes as Mr. Chand- 
ler again took up the subject. “Radio is an absolute 
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plied: “There is no need for any dealer to be stuck 
with unsalable radio sets. The innovations which 
scare calamity howlers are often too freakish to last 
long. Standard sets do not change enough to give any 
merchant a stock risk. A good merchant watches all 
lines. If the same careful practice is followed in his 
radio department, he will work off his stock before 
venturing into the so-called new styles, should such 
new styles ever come.” ; 

The factory representative then told the group that 
the changes referred to by Mr. Drayton as the chief 
topic of conversation among calamity howlers, are 
relatively unimportant. These changes, he said, are 
often limited to the finish and style of the containing 
cabinet. In some cases transformers are used instead 
of couplers or condensers or vice versa, but such dif- 
ferences, he said, are by no means radical and have 
little if any effect on the efficiency of the set. He con- 
tinued: 
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ally to the retail hardware business. Taps, dies, 
screw drivers, nuts, panel board, drills, wire, bolts, 
sheet aluminum and the many other incidentals are 
traditional hardware items. From November to 
March, we will sell at least four tons of bakelite panel 
board cut to size. 

“We maintain a limited ‘service department,’ but it 
is entirely separate from our selling end and is located 
away from the retail sales room. It is locked and 
visitors are not encouraged. It is kept busy about 
three hours a day. We check and fix sets here, on an 
hourly charge basis. We do not push this end but 
have it for our findings and for the emergency case. 

“Any way you look at it, radio retailing is primarily 
a merchandising problem, and will develop to a point 
where sets will be sold in sealed cartons. Our own ex- 
perience has been that a technical man often spoils 
sales. He kills them by the confusion he creates. 

“We sometimes hear of the man who does not sell 
a $125 radio outfit in the winter and is forced to sell 
the set at $75 during the summer. This cry-baby is 
the same fellow who carries over his spring merchan- 
dise ten months. Isn’t that right, Otis?” 

The last was addressed to Mr. Drayton, who re- 


“As 9 out of 11 factories will handle any service 
needed, the dealer may talk results and reputation. 
We are positive that once the set leaves the factory, 
the problem is one of distribution and not a matter of 
technicalities. 

“Another fact which should interest the hardware 
dealer is the very apparent thinning out of the so- 
called ‘gyp’ or price cutter. This leach can only sur- 
vive, and then rather precariously, in the town with 
at least 150,000 population. He seldom, if ever, has 
standard material. It is probable that the few re- 
maining ‘gyps’ will thin out more and more each year, 
as in other lines. 

“It is often desirable to determine the type of set 
which operates best in your community. This is a 
simple matter, which you can do yourself by listening 
to the different types.” 

Mr. Chandler and his two associates bore out this 
statement with the added information that several 
Chandler & Farquhar employees have used a type of 
set which has actually been the store’s best seller. 
The fact that these employees have had such good suc- 
cess with this set has been a strong selling point in 
the retail sales department. 
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“It is hard to understand the attitude of agitators on firearms. 
Men are killed playing baseball and football, yet no one even 
suggests the elimination of these sports. 
no one comes forth with the idea that trains should be scrapped. 
Automobiles kill thousands yearly but we have yet to hear of any 
sane person suggesting the elimination of the automobile.” 


Trains kill people, but 











Our Constitutional Right to 
Own Rifles and Shotguns— 





Vs. the Reformers 


By Peter P. Carney 


YN HE writer was very much impressed recently by 
| the announcement of a Chicago mail-order house 

to the effect that hereafter it would not sell fire- 
arms of any description. 

We understand, however, that the statement is a 
trifle exaggerated—that it should have read that no 
revolvers would in the future be sold by this house, 
but that it would continue selling rifles and shot guns. 

We are of the opinion that every sportsman who 
read the original statement arrived at the same con- 
clusion we did—that it is a blessing in disguise, for 
it will mean one less source from which the “thug” can 
secure small arms. 

If all other mail-order houses would issue similar 
announcements with reference to the sale of small 
arms and then the pawn shops were curbed from buy- 
ing or selling revolvers the entire arms and ammuni- 
tion business would be in the control of legitimate 
hardware and sporting goods merchantmen who be- 
lieve in the observance of laws, men who believe as 
the manufacturers of arms do in the adoption of a 
UNIFORM REVOLVER LAW. 

The manufacture of firearms is one of the greatest 
of American arts, and should be treated as such. A 
rifle is the heritage of every American boy with a 
real American father. 

Qur pioneers hunted in order to exist and in so 
doing they built up a sturdy race. Man must have a 
certain amount of outdoor exercise to keep in trim 
physically. The future of this or any other nation will 
always depend upon its man power. 

However, there are some people who do not see 
things as we do. That is natural. It would not do for 
all of us to think along the same lines. There are some 
persons inclined to the opinion that this would be a 
glorious country if the sale of all firearms and ammu- 
nition was prohibited. Poor, misguided souls. These 
people are in reality the real enemies of our nation. 





We cannot help but think that some of these people 
do not know that the Constitution of the United States 
says: 

“. . the right of the people to ye, and 
bear arms shall not be infringed. 


We have no fault to find with this sana: It is an 
excellent place to live in, but we cannot understand 
the attitude of the reformers and agitators on firearms. 
Men are killed in playing baseball and football, yet 
no one even suggests the elimination of these sports; 
trains kill people, but no one comes forth with the idea 
that railroad trains be scrapped; automobiles kill thou- 
sands of persons yearly, but I fail to hear anyone 
suggesting the elimination of automobiles from our 
streets, 

Such legislation would be foolish—just as it would 
be folly to think that a law prohibiting the sale of arms 
in the United States would keep revolvers out of the 
hands of the criminal class. Such a law would open a 
new avenue for illegal trade across our borders. If, 
as Secretary Davis says, several hundred thousand 
persons come into the United States illegally every 
vear it seems to me ridiculous to think that small arms 
could be kept out. 

Some people get all confused on their terms. Many 
in talking about revolvers say firearms, and when re- 
formers draft bills they always say firearms, yet in 
nearly every instance they mean revolvers. Everyone 
wishes to curb the “thug.” His use of a weapon is 
restricted to one that can be concealed about his per- 
son. The thug is not apt to carry a rifle or a shot gun. 

My suggestion is, then, that we have a Uniform 
Revolver Law. This law should be based on the bill 
introduced in Congress for the District of Columbia 
by Senator Arthur Capper of Kansas. This bill with a 
few alterations was adopted by the progressive States 
of California, Connecticut, New Hampshire and North 
Dakota last year. 
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A view of Chandler & Farquhar 

Co.’s exhibit at Boston’s recent 

radio show, at which time the 

company held its Radio Essay 
Contest 
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Radio Essay Contest 


Builds Prestige 


Boston’s fourth radio show, conducted the first 

week in December. The theme of the contest 
was the educational merits of radio, both as a science 
and a means of transmitting educational material. 
The contest was open to school children in any part 
of New England. The subject as announced was 
“How Radio Could Help Me in My School Work.” A 
cash award of $50 was awarded to Miss Gertrude M. 
Crowe, Springfield, Mass., 16-year-old schoolgirl. 

The award was given by the Chandler & Farquhar 
Co., who also acted as joint sponsor of the contest. 
Judges were Roger Clapp, radio editor, Boston Tran- 
script; James E. Downey, headmaster, Boston High 
School of Commerce, and Fred H. Burdett, president, 
Burdett College. 

It is believed that the various essays submitted 
will be of great assistance to those interested in radio 
educational work, as the students’ angle is clearly 
shown in the several hundred manuscripts. No pur- 
chase or other obligation was necessary in order to 
compete. 

The Chandler & Farquhar Co. had a very attractive 
booth at the radio exposition. F. Alexander Chand- 


\ RADIO essay contest was held in connection with 





ler, president of the firm, is very keen about radio 
and believes it has great,educational as well as mer- 
chandising possibilities. 

The winning essay by Miss Crowe follows, in part: 


“Radio can be, and has been, of immeasurable 
aid to me in my school work. At the mention of 
radio one’s mind first of all senses, music. In this 
connection, I eliminate jazz, for the training in our 
schools is along the lines of the classical, both as 
sung and played by our better artists and orches- 
tras, and I may add bands. Familiarity with title 
and composer is essential, and this is where the 
clean-cut announcing stands out. 

“Then comes the short, concise talks on subjects 
educational by our more learned professors and 
instructors. A textbook may be passe, but the 
radio educational topics are up-to-the-minute. 

“To our class in current events, the value of the 
radio is beyond measure, for radio deals with today, 
not yesterday. 

“And I must not forget the sciences, and the 
almost daily progress as we “listen in” to our better 
versed scientists. 

“Radio is an education to those of us who will 
it so. And it could be the more with establishment 
of educational departments at our larger and better 
equipped “Radiocasting” stations. The value would 
then be doubled, for while it is to our advantage to 
learn, it is double pleasure to learn as we play.” 
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Swapping 
Windows 


When Lawson’s and a Men's 

Furnishing Store exchanged 

Window displays Newburgh 
sat up and took notice 





NE bright Saturday morning, down-town shop- 
pers in Newburgh, N. Y., rubbed their eyes and 
wondered. “Clothes in a hardware store window! 
Impossible!” Yet there they were, white shirts, 
striped ones, hats, collars and ties draped artistically 
in the window which bore the sign Lawson Hardware 
Co., 69 Water Street. In didn’t seem right. 
Hardly one block away came a second shock. “Hard- 
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ware in a men’s apparel shop window!” That couldn’t 
be, either. But there it was and the sign overhead 
said, “Bedell & Seymour, 77 Water Street, dealers in 
men’s furnishings. 

Both firms have been in business many years, in the 
same locations. People of the town couldn’t quite un- 
derstand the switched window displays, and they 
couldn’t help expressing that misunderstanding any 
more than they could help noticing the change. To 
quote the Newburgh Daily News—“It is safe to say 
that nothing along the city’s business thoroughfare in 
a long time caused the sensation which this ‘switch oc- 
casioned.” 

R. W. Whitehill, of the Lawson Hardware Co., and 
W. R. Du Mond of the men’s apparel shop engineered 
the stunt and it’s a winner. Tear out this page. Show 
it to your nearest men’s apparel dealer or some other 
merchant in an entirely different line. Have him 
work out this same arrangement with you. Give your 
own town a shock. Make your townspeople rub their 
eyes. Cause a sensation in your own business thor- 
oughfare. Attracting newspaper recognition and un- 
usual attention brings your store to the front rank, 
and the front rank store gets the business. 
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Don't Abuse Your Friend, Turnover 


Turnover is a good horse to ride—it 
gets you there—but don’t use the spurs 
too much. In this article Rudolph Tenk 
tells you why. 





By Rudolph Tenk, in “‘Commerce and Finance’”’ 


URNOVER is an important factor in successful 

merchandising. When its purpose and its appli- 

cation are properly understood, turnover leads to 
profitable results; when it is abused it leads to waste 
by increasing the cost of getting goods from producer 
to consumer. And when a merchant gets to the point 
of regarding it as a magic touchstone to level the path 
to prosperity he is only a step away from an excess 
and a misuse which will actually decrease his profit 
instead of enlarging it. 

I shall not attempt to deal with this subject from the 
theoretical standpoint of an accountant, but I shall 
draw on my experience as a wholesaler and on my ob- 
servation of the attempts made by retailers to apply 
the theory of turnover. Many merchants, during the 
past few years, have become obsessed with the magic 
of turnover to the point of real peril. It is an excellent 
thing to turn one’s money as often as possible, pro- 
vided the proper profit is made on each transaction; 
otherwise it is simply so much time and energy wasted. 
I have seen turnover produce splendid results, but 


more often I have found merchants actually increasing 
costs in other directions and losing profits, because 
they did not understand the real purpose of turnover 
and its proper method of application. It is not my 
desire to take issue with those who believe that rapid 
turnover is the most essential factor in doing a suc- 
cessful merchandising business. I shall merely point 
out some of the bad practices and dangers sometimes 
connected with turnover. 

The gain through fast turnover to the dealer con- 
sists chiefly of three items: less capital invested in 
merchandise, hence a saving in interest; less space 
occupied by goods, hence a saving in rent; and less in- 
surance. Against this gain he must figure the in- 
creased cost of handling inbound shipments, caused by 
additional labor of unpacking and placing goods in 
stock, more drayage, more office work, such as check- 
ing and paying invoices, etc. If these additional items 
of expense are in excess of the saving effected, the 
merchant is not applying turnover (practice) cor- 
rectly. 
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To buy in such small lots that one is nearly always 
out of stock when two or three customers happen to 
call for the same article; or to carry an incomplete 
line, which will drive away many a potential customer; 
or to reorder in such “driblets” that the time and 
trouble of ordering and the costs of shipment are so 
greatly increased as to absorb most of the profit on the 
sale; all this is really bad business. A good stock, a 
complete assortment, good display, good advertising, 
good salesmanship, fair prices, including fair profits— 
these are, after all, the essential factors in profitable 
turnover. 

In order to get the maximum benefit from fast turn- 
over, it is almost a necessity to have a complete stock 
control record or perpetual inventory to be guided by; 
and it is only the large retailer that can afford the 
expense involved in this work. Most merchants doing 
a comparatively small business, have not the time to 
delve deeply into the basic principles underlying stock 
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but the practice of buying only these items in small 
quantities does not materially increase the cost of 
handling on the part of the wholesaler; and it can be 
readily absorbed by the wholesaler or the manufac- 
turer. 

The retailer, however, who attempts to increase his 
profit by a more rapid turnover, should bear in mind 
that the only reason goods can be sold at wholesale 
prices is because of the lower cost of handling mer- 
chandise in wholesale quantities. The dealer should be 
required to buy in wholesale quantities in order to be 
entitled to the wholesale price. Anyone can under- 
stand that it costs the wholesaler more to sell mer- 
chandise in broken packages or small quantities than 
to sell in full packages or large quantities. When 
many merchants make a practice of buying a large 
part of their goods in broken packages or small quan- 
tities, the wholesalers’ cost of handling their goods is 
naturally increased. When this practice becomes as 
general as it is today, the wholesaler is compelled to 
increase his selling prices, in order to cover the addi- 
tional cost of the service demanded by the retailers. 
Accordingly, the attempt on the part of the retailers 








N this article Mr. Rudolph 'Tenk, presi- 
dent of the Tenk Hardware Co., presents 
the question of turnover in a new light. 
The retailer who has made turnover a fetish 
will find much food for thought in Mr. 'Tenk’s 


renrnnarkKs. 














turnover from an accounting standpoint, but any mer- 
chant can easily make an estimate of the principa! 
items involved in turnover; namely, saving in interest 
because of smaller capital invested, saving in rent be- 
cause of reduced space occupied (when this saving is 
only nominal, the item should be excluded from the 
estimate), saving in depreciation, saving in labor in- 
volved in taking care of a smaller stock of merchan- 
dise, and saving in insurance on stock. 

Wholesalers and their salesmen are largely to blame 
for the wrong conceptions some merchants have of the 
purpose of turnover and its proper method of applica- 
tion. They advise merchants to buy often. But it is 
not good business practice for a retailer to order in 
such small quantities and broken packages, which the 
wholesaler cannot handle at the wholesale price with- 
out loss. That the costs of merchandising such goods 
must be materially increased all along the line, includ- 
ing even the wholesaler whose business is organized to 
sell in wholesale quantities to retailers, is obvious. 
There are some items which retailers who do a small 
volume of business cannot buy in wholesale quantities, 


to get turnover results in many cases is an increased 
cost of doing business, which more than offsets the 
saving effected by the slightly faster turnover. 

Another loss to the merchant, frequently connected 
with turnover, results from his inability to keep his 
stock complete. In his attempt to increase his turn- 
over, he carries a skeleton stock. This results in loss 
of sales and customers. 

When the purpose of turnover is correctly under- 
stood and when the proper methods are applied; in 
other words, when the outflow of merchandise is care- 
fully watched, then it can be used with profitable re- 
sults in many lines of business. Merchants in the 
smaller country towns cannot maintain as fast a turn- 
over as the merchants in the larger cities, because on 
most lines they cannot maintain a sufficient volume of 
sales, and, therefore, they cannot afford to keep the 
necessary records. In order to help merchants get the 
maximum profit from turnover, without increasing the 
cost of distribution, the real purpose and the correct 
method of application of turnover should be clearly 
explained in the trade papers and in the trade conven- 
tions of the various branches of the retail business. 


(Continued on page 54) 
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arg is the biggest weapon we have in combatting the evils growing out of peddling. 


Education will cure where legislation cannot. 


People are generally fair minded, and when 


they are shown that it is not to their best interests to admit peddlers to their homes, or to 


patronize them, they can be depended upon to take proper action. 


Show these two items to your local newspapers. Ask them to print them in the news columns. 


‘*Fly-by-Nighter’’ Menace 
in Dubuque, Chamber 
Declares 


The “Fly-by-Nighter” is a menace in Dubuque. 

He is the peddler who treads the highways and 
byways of the residential sections of the city taking 
orders or selling little articles to housewives. 

He takes orders for magazines, silk hosiery, sta- 
tionery, sweepers of every sort and description, 
men’s shirts that won’t fit and will shrink, under- 
clothing, boots, shoes and jewelry. 

Sometimes his stuff comes and when it does it is 
often inferior. And then again his stuff doesn’t 
come, but he is gone with the housewife’s money 
which has been given her by a trusting husband who 
has worked hard for it. 

The Dubuque Chamber of Commerce and Retail 
Merchants Association is responsible for the decla- 
ration that “The Fly-by-Nighter” is a menace. Ac- 
cording to officials of either organization the city 
has been flooded of late with peddlers, some licensed, 
others not. Many people have been victimized. 


Pays No Local Taxes 


The “Fly-by-Nighter,” unlike the local merchant, 
is here one day and gone the next. He makes his 
assertion regarding the quality of his goods and 
then isn’t present to prove it when the goods arrive 
C. O. D., or by parcels post. He supports no local 
institutions. He pays no city taxes. He pesters busy 
housewives. He intrudes where he is not wanted. 

He is a smooth talker, with all sorts of paper 
recommendations, none of which come from the local 
Chamber of Commerce. He generally shows a long 
list of neighbors who have bought his goods. ‘Mrs. 
So and So has purchased,” he will declare; “Why 
shouldn’t you?” The implication is that Mrs. So 
and So’s judgment is perfect and that to disregard 
it often would be to show a lack of sense. 

Every person should know, aver Chamber repre- 
sentatives, that in the United States today numerous 
concerns are manufacturing second-rate articles. 
Other concerns job seconds to inferior houses. These 
are the materials the “Fly-by-Nighters” pack in 


their grips. Sometimes they can undersell local mer- 
chants. But their clocks quit running after a time, 
their pins turn soft, their hosiery rots and gets full 
of runs, their jewelry turns to brass, their foodstuffs 
cause indigestion, their coffee tastes like ragweed, 
their garden seeds persist in staying hidden under 
the ground, their brushes fall to pieces. and their 
clothing shrinks, rots, tears easily, fades and fails 
to give satisfaction. 


Sixteen Hundred Peddlers in 
Minneapolis 


Paid No Taxes, Yet Sold Goods as 
High as Tax-Paying Merchants. 
Ordinance Passed to Protect 
Public. 


The City of Minneapolis, Minn., recently found it neces- 
sary to pass a “solicitor’s license ordinance” as a protec- 
tive step in curbing the activities of house-to-house ped- 
dlers who have become a menace to the economic growth 
of the city. 

A careful investigation before the ordinance was passed 
brought to light some rather startling conditions. In the 
light of this investigation, it was conservatively estimated 
that Minneapolis has a daily average of over sixteen hun- 
dred house-to-house peddlers working inside the city lim- 
its. That means one peddler for every two hundred in- 
habitants. These peddlers have been paying nothing 
toward the improvement, upkeep or protection of Minne- 
apolis, but have merely added to the cost of merchandising 
in that city, as each peddler must not only be able to 
pay his expenses from his sales but also a profit for him- 
self and some manufacturer. In other words, the people 
of Minneapolis have been paying 1600 peddlers and no- 
body knows how many manufacturers a premium for 
taking money out of the country and business away from 
tax-paying merchants. No evidence was submitted to 
show that this army of peddlers was selling merchandise 
of equal quality at a lower price than do the local Minne- 
apolis merchants. 
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"|WARN PUBLIC OF 
|SHODDY PEDDLER 
: Merchants May Seek Leg- 
islation, pe HIS item appeared in the Cleveland Plain Dealer, and shows 
lent Gammahiees coe ae a how the merchants in that city are agitating in favor of 
P peddlers who sell unguarsatecd legislation to protect the housewife against the vender of 


goods, William H. Gray, secretary} 
of the Clevelang Retail Merchants’ |‘ 
Board, declared yesterdgy. + 
Many states require that firms 
doing a house-to-house business 
»| sive bond for the integrity of the 
;;company and quality of the goods, 
Mr. Gray deplares 
1a|. Mr. Gray reecived word yesterday 
1,|from George V, Sheridan, director 
ejot the Ohio Council of Retail Mer- 
‘| chants, that several times the usual 
Be of peddlers were operating 


T.8- 5... o 


:j!in Ohio Guring the Christmas sea- 
>}$0n and that much shoddy mer- 
_chandise wee being sold, 
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unguaranteed merchandise. Are vou and the other merchants 
in your territory doing as much to protect your business from 
the tax-free peddler? 








More Letters on the 
Peddling Menace 


Must Legislate Against Peddler 


Mr. Llew S. Soule, Editor 
HARDWARE AGE, 

New York City. 

DEAR MR. SOULE: 

I have read your editorial relative to the Peddling 
Evil and I want to remark that you have picked up 
a very big problem. Whenever business gets a little 
slack and times get a little hard, we seem to be over- 
run with Snow Birds and Peddlers. Many com- 
munities have passed ordinances restricting this class 
of selling but none have been able to make these 
ordinances stand the test of the courts. Such an 
ordinance is now before the Federal Judge of North- 
ern Iowa, being taken up from Spirit Lake and we 
are all watching for the decision. 

I think that much of the blame for this class of 
selling can be charged direct to some of the manufac- 
turing interests who place their products in the 
Peddlers, or as they prefer to call them, demonstra- 
tors’ hands for the avowed purpose of introducing 
their product and thus creating a demand for it. Take 
for an example the Wear Ever people whose product 
needs no introduction to the American public, yet 
every summer the country is filled up with students 
selling direct and indirect competition with dealers 
who are stocking Wear Ever Aluminum on their 
shelves. And still the dealers buy and stock Wear 
Ever Utensils against competition of this kind. That 
is some dealers do, we do not. I realize that in cases 
of entirely new products it is necessary to put on a 
canvassing campaign to introduce new products, yet 
I think these campaigns should go through the legiti- 
mate channels. 

Our country the past two seasons has been overrun 
with Paint Canvassers selling a very inferior grade 
of paint at a low price which leaves the buildings 
to which it is applied in such a bad state that a 
dealer handling a good grade of paint hesitates about 
putting out a guaranteed paint to cover this work. 


Of course the only way to stop this is legislation 
against the iterant peddler and I trust that the agi- 
tation you have started along this line will result in 
getting some legislation along this line that will be 
upheld by the Courts. 
(Signed) F. B. LOMAs, 
Lomas Hardware Co. 





Let's Do a Little Peddling 


Mr. Llew S. Soule, Editor 
HARDWARE AGE, 

New York City. 

DEAR MR. SOULE: 

Peddling seems to be on the increase and is a 
serious menace to the legitimate store. However 
there is no use of shedding tears of anguish over 
the situation. Why not do a little peddling or can- 
vassing ourselves and try and beat them to it. We 
have tried it and it works. 

It is our opinion that if the small town hardware 
man was little bit more of a peddler or outside sales- 
man he would be more prosperous. 

(Signed) BoB MURRAY, 
Murray Company. 





Menace to Hardware Retailers 


Mr. Llew S. Soule, Editor 
HARDWARE AGE, 

New York City. 

DEAR MR. SOULE: 

I have read your article regarding the Peddler 
selling goods directly to the consumer and wish to 
congratulate you upon this move which I feel governs 
a very important subject—one that has become a 
menace to many Retail Dealers, especially in cities 
of smaller size. 

(Signed) GEO. W. SCHROEDER, 
Schroeder-Nielsen Hdw. Co. 
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How They Control the Peddler 
in Memphis 


Mr. Llew S. Soule, Editor 
HARDWARE AGE, 

New York City. 

DEAR MR. SOULE: 


We are inclosing a small ad from one of the local 
papers in regard to the house-to-house peddler. 
These advertisements appear in the papers fre- 
quently and this is probably the reason why we have 
not been bothered with the peddler. 
We are sending this, knowing that you will be in- 
terested in same. 
Yours very truly, 
(Signed) Wm. E. BARNES, 
Wm. E. Barnes, Inc., 
Memphis, Tenn. 





Merchants Association in 
the Fight 


Mr. Llew S. Soule, Editor 
HARDWARE AGE, 
New York City. 


DEAR MR. SOULE: 


We feel as you do, that the peddlers selling goods 
directly to the consumer has reached an alarming 
stage. The articles you have written should help to 
start a fight. We have placed these articles before 
the Merchants Association of this city, and will do 
the same with subsequent articles. 

We feel that you are on the right road, and that 
now is the time to stir up interest and fight among 
all of the biggest dealers of the country. 

Yours sincerely, 
(Signed) CHAS. B. SHAEFFER, 
Treasurer & Manager, 
Bunting Hardware & Machinery Co., 
Kansas City, Mo. 





Illinois Retail Hardware Ass'n 
Interested in Peddling 
Menace 


Mr. Llew S. Soule, Editor 
HARDWARE AGE, 
New York City, 


DEAR MR. SOULE: 


The reprint of the editorial appearing in the HARD- 
WARE AGB on the general subject the “Peddler” has 
been handed to me by Mr. Nish inasmuch as I have 
charge of the program for the coming convention. 

We appreciate the fact that this topic is of vital 
interest to a great majority if not all of the mem- 
bers of our Association, and expect now that this 
topic will be discussed at the sectional group meetings 
on Wednesday afternoon, Feb. 18. 

If you have any further data on the subject we 
shall appreciate receiving it. 

Yours very truly, 
(Signed) P. M. MULLIKEN, Asst. Secretary, 


Illinois Retail Hardware Assn. 
Elgin, IIl. 
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Important Convention Topic 


Mr. Llew S. Soule, Editor 
HARDWARE AGE, 
New York City, 


DEAR MR. SOULE: 


My attention has been called to your Peddler Edi- 
torials and think the subject would make an inter- 
esting topic for a little discussion at our coming con- 
vention. 

Very truly yours, 


(Signed) HENRY S. HITCHCOCK, 
Secretary, 
Connecticut Hardware Association. 


WARNING! 


This office again finds it necessary to 
warn householders to beware of what is 
known as the “foreign peddier” or “tran- 
sient merchant.’ 

ing:-the holiday season, especially, 
these travelers make themselves conspicu- 
ous, offering Furs, Laces, Linens, Hosiery, 
Remnants, etc., at ridiculously low prices. 

While the law provides for a privilege 
license to coriduct such a business, we re- | 
fuse any other than local people. 

You may assist this department, as well 
as confer a favor on the public, if you 
will ascertain if these sqlicitors are licensed. 
If not, call 6-0172 and report the matter 
to the Captain of. Police. 

These peddiers can offer nothing but 
what: is carried by our :local merchants, 
who are thoroughly reliable. 

Under no consideration permit such par- 
ties to enter your house until you are con- 
vinced they represent. Memphis houses. In 
this way you may prevent many robberies. 


ORE, Jr., 


License "Collector. 


CHAS. R. SHANNON, 
Commiagioner. 

















This ad. appearing in a local paper shows how 
Memphis controls the peddling evil 


Warning the Public in 
Dubuque 


Mr. LLEW SOULE, Editor, 

HARDWARE AGE, 

New York City. 

DEAR LLEW—Your editorial in regard to “The Glori- 
fied Peddler” to hand. 

Our local retail association had this matter under 
discussion recently, and I am inclosing an article that 
appeared in yesterday’s local paper, the Times Journal, 
which shows that we are awake to the danger of this 
evil, and how we try to advise the buying public 
against patronizing these peddlers. 


Yours very truly, 


(Signed) E. M. HEALEY, 
Dubuque, Iowa. 
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Thoughts on Retailing 





By Saunders Norvell 


N the good old days, the retail hardware store on 
| the right hand wall, up in front, had a line of 

tools. Back of the tools were arranged builders’ 
hardware, padlocks and miscellaneous shelf hardware. 
In front of this wall was a line of showcases with 
razors, pocket knives, shears, scissors and showcase 
goods. Next came the long aisle from front to back; 
then a line of cook stoves, ranges and heaters. Back 
of these on the left hand wall were arranged tinware, 
enameled ware and house furnishing goods. 

% * x 


In those happy days, the retail drug store sold drugs 
and chemicals. The druggist had not blossomed out 
into a general merchandise emporium. Chain stores 
were unknown. Five and ten cent counter stores still 
slept in the bosom of the future. House-to-house 
peddlers had not made friends with the dogs inside 
of the picket fences. 

* % * 

In those days, if a woman wished to buy house fur- 
nishing goods, she had to go to the hardware store. If 
she wished shears or a pocket knife or any such little 
hardware notions, she never thought of going anywhere 
else except a hardware store to buy them. She did 
not think it was out of the way when she was buying 
a pair of shears on a cold day to have the front door 
held open while she stood in a draught and the stalwart 
clerks in the hardware store carried nails or sheet 
iron or tin plate or bar iron out of the store to the 
sidewalk or from the sidewalk into the store. She 
did not mind having these roughnecks rub her nice, 
clean dress with the heavy hardware as they passed. 
It was the regular thing. No one knew any better. 

* % % 


However, after a while the dry goods store in town 
added a house furnishing goods department. A woman 
in buying her groceries and dry goods could buy house 
furnishing goods, cutlery, etc., with much more com- 
fort and with greater convenience than she could at 
the hardware store. This took away some of the busi- 
ness from the hardware store. 

* * * 


Then our friend the retail druggist, having a corner 
location with fine windows, blossomed out with all 
kinds of fads and fancies in merchandise. The drug 
business was passing from prescriptions compounded 
behind the prescription counter to patent medicines 
and other standard remedies standardized and put 
up by the thousand in great factories. The drug re- 
tailer, instead of compounding himself, found his busi- 
ness in drugs drifting to package goods. These goods 
were advertised, the customers knew all about them 
before they came into the shop, they called for them 
by name and all the retail druggist had to do was to 
accept the cash and ring up the cash register. He 
was saved all the time and trouble of buying roots 
and herbs and chemicals. Of course, the compounding 
of drugs did not entirely pass away in the retail drug 
store, but it almost passed away—say about 80 per 


cent of it. Therefore this change gave the retail 


druggist more time. 
* ¥ + 


Then certain leaders in the retail drug line de- 
veloped the idea of selling not only soda water and 
ice cream, but coffee, chocolate and after a while, sand- 
wiches, ending up finally in almost a table d’hote 
luncheon. Next, along came almost everything else 
in the way of merchandise on the calendar, including 
scissors, shears, pocket knives, razors, sporting goods 
and a whole army of items that had formerly been sold 
by the retail hardware store. 

x * % 

Our friend the druggist was conveniently located. 
His store was brightly lighted. He had agreeable 
clerks. He was open night and day. Therefore and 
consequently, many items that were formerly pur- 
chased in the retail hardware store were wrapped 
up on the counter of the retail druggist. 

% % %* 


So also was it with chain stores—big bargain sales, 
good selling locations, splendid window displays. 
* * xX 


So also was it with five and ten cent stores. How 
we were all surprised at the things that could be sold 
for five and ten cents! Again we saw remarkable 
window displays—goods well displayed in the stores. 
No charge, no tick, nothing delivered, cash-and-carry, 
large volume, small expense, quick turnover. 


% % * 


And most, if not all, of this lost business was in 
items purchased by women. 

Now, what is the answer as far as the retail hard- 
ware store is concerned? How can the retail hardware 
store get back this lost business? To my mind, the 
old-fashioned retail hardware store doing business 
on the old lines as outlined above will never get this 
business back. There are certain things in this world 
that do not permanently mix. A well-dressed woman 
will not regularly go to a shop where she must stand 
in a cold draught from the front door and try to buy 
fine cutlery while this store is being conducted more 
upon the principles of a boiler factory than a mer- 
chandising establishment. 

* * * 


What is the answer? It is sometimes disagreeable 
to face cold facts. A hardware store dealing very 
largely in heavy hardware and contractor’s supplies 
can not and should not expect to continue to hold the 
business and house furnishing goods. It would be very 
much better for a hardware house dealing largely in 
such goods (heavy hardware) to make up their minds 
that they are not equipped and fitted to do this other 
class of business. They had better devote all their 
time and attention to heavy hardware and not attempt 








(Continued on page 70) 


























December 25, 1924 


HARDWARE AGE 


45 


Proposed Postage Increases Predicated On 


Erroneous Basis 


Postmaster General Submits Bill Raising All Rates Except On 
Letters — Cost-finding Commission 


WASHINGTON, Dec. 22, 1924. 


WO highly important develop- 
ments have marked the postal 
controversy during the past week. 
These are, first, the presentation to 
Congress by the Postmaster General of 
a bill raising rates of postage all along 
the line and, second, the compilation 
here of analyses by experts which in- 
dicate that the cost finding commission 
upon whose report the recommenda- 
tions of the Postmaster General are 
predicated adopted an erroneous basis 
which resulted in fixing the cost of 
transporting and distributing the par- 
cel post far too low and that of han- 
dling second-class mail, including news- 
papers and periodicals, far too high. 
The bill framed by the Postmaster 
General deals in order with the various 
classes of postal matter and the other 
services rendered by the department. 
While increases are made for all classes 
of mail matter the ratio of increase is 
different in nearly every instance. 


Postal Cards Pay But Half Their Way 


While the Postmaster General re- 
ported that first-class or letter mail 
shows a profit of $84,000,000 he de- 
clared that the penny post card is car- 
ried at a loss of nearly half a cent on 
each card. This loss he proposes to re- 
coup in part by increasing the sale 
price of postal cards to one and one- 
half cents. 

The cost finding commission has re- 
ported a deficit in the second-class mail 
of $74,712,000, figured on a basis which 
is evidently decidedly fallacious. Even 
the Postmaster General does not appear 
to regard this calculation seriously for 
his recommendation for an increase on 
this class call for but $10,876,000—an 
amount sufficient, however, to drive 
thousands of publications out of the 
mails, to increase their cost to their 
readers and, in many cases, to force 
their suspension. 

The recommendations for the han- 
dling of third-class matter, including 
books, circulars and other printed mat- 
ter, involve a maximum weight limit 
of eight ounces, all matter in excess of 
that limit to be transferred to the par- 
cé] post. The rate on third-class mat- 
ter with the exception of books, cata- 
logs, seeds, bulbs, etc., will be increased 
from one cent for each two ounces, to 
one and one-half cents for each two 
ounces. 


Parcel Post Raised 2 Cents Per 
Package 


The recommendation regarding 
fourth-class or parcel post matter fixes 
a minimum limit at eight ounces, small- 
er packages to be carried as third-class 
mail. The proposed schedule of in- 











Victim of Fallacies 


By W. L. Crounse 


creases in the parcel post zone rates 
averages approximately two cents per 
package for all zones with increases 
averaging more than two cents in the 
nearby zones; with a lesser increase in 
the sixth zone and with no increases 
in the seventh and eighth zones; and 
with a proviso that rates on books, cata- 
logs, etc., weighing in excess of eight 
ounces shall be one cent per piece less 
than the rates applicable to merchan- 
dise. 

The minimum fee on insurance is in- 
creased from three to five cents with 
adjustments and proportionately small- 
er increases in the higher fees. In lieu 
of the present fees of ten and twenty- 
five cents for C. O. D. services the pro- 
posed legislation provides for fees of 
twelve, fifteen and twenty-five cents. 


Heavy Increase in Money Orders 


The schedule of fees on money or- 
ders, which now ranges from three 
cents to thirty cents, has been revised 
to range from five to twenty-two cents. 
While the maximum rate proposed is 
less than that now in force the practi- 
cal effect of the schedule will be to in- 
crease the receipts from this branch 
of the service. 

The cost of sending registered letters 
is greatly increased by the Postmaster 
General’s bill. The present fee of ten 
cents for registry is increased to fif- 
teen cents with a proviso that when the 
sender requests a return receipt an ad- 
ditional fee of three cents shall be paid 
therefor. 

The flat fee of ten cents for special 
delivery service is abandoned by the 
bill in favor of a graduated schedule. 
This schedule imposes a fee of ten 
cents for the special delivery of pack- 
ages not in excess of two pounds; fif- 
teen cents for packages ranging from 
two to ten pounds and twenty cents for 
packages in excess of ten pounds. 


Keen Analysis by Experts 


The Postal Committee of the Ameri- 
can Newspaper Publishers’ Association 
has sharply assailed the work of the 
cost finding commission and the argu- 
ments of the Postmaster General as 
applied to second-class mail including 
newspapers, periodicals, etc. It is 
shown conclusively that the four in- 
creases made by law on second-class 
matter in 1917 operated to drive a very 
large percentage of newspaper and 
periodical circulation out of the mails. 

Especially was this the case with re- 
gard to matter delivered by city car- 
riers working out of the city post offices 
which now includes practically no daily 
newspapers. Notwithstanding this fact 
in its cost finding report the Post Of- 
fice Department allocated to second- 
class matter a large percentage of the 





overhead expense incident to the city 
post offices and the city terminals 
though practically none of this matter 
passed through. 

As illustrating existing conditions a 
Minneapolis publication is referred to 
which when the 1917 rates went into 
force had a mail circulation of more 
than 60,000. When it tried to pass 
along the additional cost of the higher 
postal rate to its readers it suffered a 
loss of 20,000 in mail subscribers. 


City Post Offiee Handles But 34 Copies 


At the present time with a mail cir- 
culation of 40,000 copies only thirty- 
four single copies are handled through 
the Minneapotis city post offices. The 
remainder of this circulation is routed, 
tied and sacked in the office of the 
publication and delivered by employees 
to the mail train on which it is carried 
to destination so that outside of trans- 
portation the only service performed 
by the department is delivery by the 
rural carrier at destination. 

What will happen to daily news- 
papers, magazines, trade journals, etc., 
when an additional burden is added to 
the 1917 rates can only be surmised 
but, predicated upon the experience of 
the past seven years, any increase in 
the second-class rates must spell higher 
subscription rates to readers; reduced 
circulation and, in many cases, suspen- 
sion of publication. 


Parcel Post Is Not “Intelligence” 


In discussing the proposed increase 
in the parcel post rates which he 
recommends, amounting to some twelve 
million dollars per annum, the Post- 
master General frankly states that 
“while the handling af this class of 
mail is a very useful and in fact in- 
dispensable feature of the postal ser- 
vice it is nevertheless commerce and 
should be regarded as such when it 
comes to making rates for carrying it.” 
The Postmaster General adds: 

“Fourth-class matter is made up of 
commodities and not of intelligence. 
It should pay its full way and leave a 
slight margin of safety sufficient to 
provide for unforeseen changes.” 

Experts who have analyzed the re- 
port of the cost finding commission de- 
clare that the conclusion that the par- 
cel post is losing but $7,000,000 per an- 
num can only be arrived at by ignoring 
several elements of cost which should 
constitute important factors in deter- 
mining the expense to the government 
of competing with the express compan- 
ies. Only by omitting these items can 
a deficit several times that reported 
by the commission be avoided. 





(Continued on page 60) 
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enregege 


Bonus for Employees 


of Devoe & Raynolds 


Recognition of Past Loyalty Prompts 
Move by New Executives 


One of the first important steps 
taken by the recently elected group 
of young executives of Devoe & Ray- 
nolds Co., Philadelphia, Pa., paint and 
varnish makers, was definite recog- 
nition that the company’s 170 years of 
success was due greatly to the loyal 
efforts of employees. The plan provides 
a 2 per cent bonus for all except sales- 
men and high executives. Salesmen are 
already receiving bonuses based on 
sales. The bonus will be based on the 
earnings of the workers. 

In announcing the new policy, Presi- 
dent E. S. Phillips explained the move 
in part as follows: 

“We take the attitude that the em- 
ployees are the foundation on which 





E.S. Phillips 


the success of the company rests. No 
matter how well the executives may 
plan and no matter how much money 
they may spend for modern equipment 
and for advertising, the results depend 
in the end on the effort put forth by 
the human element. No one in the 
company’s employ is so humble that he 
cannot exert an effort that will affect 
the showing when the profits are fig- 
ured at the end of the year. 
“However, there are so many other 
things that make for profits or losses 
that we do not believe a formal sys- 
tem of profit sharing can work out 
with exact justice. Yet we do feel that 
the enployees along with the stock- 
holders should to some extent share in 
the success or failure of their company. 
“When in 1921 it was necessary to 
reduce costs the employees—from the 
president down to the office boys and 
janitors—gracefully and without pro- 
test accepted a 10 per cent cut in 
wages. The conditions were explained 


frankly and everyone seemed to be 
willing to do his or her share in help- 





ing to navigate the business through 
those difficult times. 

“When business got back to the 
point where we could afford it, wages 
were raised to the point where they 
had been before the cut was made. 

“The present management appreciates 
the sacrifices made by the employees in 
1921 and feel confident that if such a 
step is ever again necessary the em- 
ployees will gladly cooperate as they 
did before. 

“It is, however, no more than fair 
that we should in a substantial way 
show our appreciation for such loyalty 
and for the unusual efforts that have 
been put forth by our staff. Therefore, 
after determining the earnings of the 
company for the past year, and esti- 
mating the probabilities of 1925’s pros- 
pects, we decided that we would give, 
as a reward, 2 per cent of last year’s 
payroll or a little more than the equiva- 
lent of one week’s extra pay.” 





Founder Given Lunch 
by Hungerford Stockholders 


Uri T. Hungerford, chairman of the 
board and founder of the U. T. Hun- 
gerford Brass & Copper Co., New 
York, recently passed his eighty-third 
birthday. To celebrate the event stock- 
holders of the company gave Mr. Hun- 
gerford a luncheon on Dec. 18 at the 
Hardware Club, New York City. It is 
pleasing to note that Mr. Hungerford 
continues to be vigorously interested in 
oe business affairs at the age 
of 83. 


Smith Bros. to Build 
New Warehouse 


The Smith Bros. Hardware Co., 
wholesale hardware dealers, Columbus, 
Ohio, is planning the erection of a new 
store and warehouse. This will be a 
six-story and basement building, 140 x 
220 ft. D. E. Mooney is president, 
Charles S. Robinson, vice-president and 
A. G. Lohmes is secretary and treas- 
urer. 








Union Cutlery Appoints 
New Western Agent 


The Union Cutlery Co., Olean, N. Y., 
has appointed W. H. Wilburn, 602 Wil- 
liams Building, San Francisco, Cal., its 
Pacific Coast representative for its line 
of hunting knives. Mr. Wilburn will 
have control of the territory west of 
Denver, Colo. 





Young Joins du Pont 


R. E. Young has joined the sales or- 
ganization of the Paint and Varnish 
Division of E. I. du Pont de Nemours 
& Co., Inc., Wilmington, Del., with 
headquarters in Pittsburgh. Mr. 
Young, for several years, was con- 
nected with the Harrison Works and 
rs = known in the paint and varnish 

rade. 





A. J. Rankin Injured 
Severely Dec. 14 
When Auto Skids 


Angus J. Rankin, Shelby, Mich., mer- 
chant, and president of the Michigan 
Retail Hardware Association, was se- 
verely injured and Mrs. Rankin sus- 
tained minor cuts and bruises Dec. 14, 
when their automobile skidded and 
overturned in a ditch between Monta- 

















Angus J. Rankin 


gue and Rothbury. The couple was 
taken to Hackley Hospital, Muskegon, 
where it is reported Mr. Rankin was 
in a critical condition. 

Mr. and Mrs. Rankin were returning 
from Muskegon, where they had mo- 
tored with their daughter Carol. 

At press time a wire to HARDWARE 
AGE stated that Mr. Rankin had a fair 
chance of recovery. 


Bethlehem Steel Corp. 
to Erect Wire Plant 


The construction of a rod and wire 
plant has been started at the Sparrows 
Point plant of the Bethlehem Steel 
Corporation, according to an announce- 
ment yesterday by Eugene G. Grace, 
president of the company. 

The new mill will produce rods and 
a full line of wire products, including 
plain and galvanized wire, wire fencing, 
nails, ete. The plant, according to Mr. 
Grace, will have a capacity of 120,000 
tons annually, with a working force of 
approximately 600 men. 

The Bethlehem Steel Corporation ac- 
quired a wire plant when it took over 
the Cambria Steel Company, but it did 
not have the capacity to meet the de- 
mand, according to Mr. Grace. The 
Sparrows Point plant not only will be 
located to give better service to the 
eastern wire market, but will be able to 
take advantage of economical water 
rates to the Atlantic seaboard, Pacific 
Coast and foreign ports. 
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Holiday Greetings in 
Form of Ad 


In extending to customers, jobbers 
and manufacturers a Christmas and 
New Years greeting via a newspaper 
advertisement the Hamp Williams 
Hardware Co., Hot Springs, Ark., 
thanks these various factors which have 
enabled the business to grow in its 
twenty-nine years of existence. In 1896 
the firm’s annual sales were $6,000. 
The total volume for 1924 is $750,000. 

Fully typifying the spirit of the 
firm’s founder, Hamp Williams, past 
president N. R. H. A., the closing para- 
graphs are as follows: 

“We are members of the Chamber of 
Commerce, Rotary, Lions and Kiwanis 
Clubs. We vote in every election. We 
are outspoken upon every issue affect- 
ing the welfare of our community. We 
stand for law-enforcement, and better 
public schools. 

“We believe in and advocate good 
streets and good roads, and we are not 
afraid of losing trade because we ex- 
press ourselves for the right, and we 
grant all others the same privilege.”’ 





Phila. Stores Sold 


Julius Agner has purchased the re- 
tail hardware business of Richard 
Kern, 3901 North Fifth Street, Phila- 
delphia, Pa. Mr. Kern will continue 
his business in poultry supplies, grain 
and feed located at 447 Rising Sun 
Lane. 

Benjamin Schepp has purchased the 
retail hardware store of Clarence W. 
Grawe, 5101 Germantown Avenue, 
Philadelphia. 


Conditions Favorable, 
Sharon E. Jones Tells 
Philadelphia Ass’n. 


President Kaiser and J. Romanelle 
Praise Work of Organization 


“This year we find trade conditions 
are good and prospects are just as good 
as we could hope for them during the 
coming year,” Sharon E. Jones, Pasha 
secretary told the Philadelphia Retail 
Hardware Association at Green’s 
Hotel, Philadelphia, Pa., Dec. 11, 1924. 
Mr. Jones urged the members to elimi- 
nate dead stock located at inventory 
time; to simplify their lines, and to 
show more courtesy to customers. 

President Harry D. Kaiser appointed 
N. C. Engle, William Sadler, J. J. 
Gould, G. R. Park and B. F. Maurer 
to serve as a nominating committee to 
report on candidates for office who are 
to serve for the coming year. This com- 
mittee is to report at the January meet- 
ing. Election will be held in February. 

Joseph Romanelle expressed great 
satisfaction with the work accom- 





plished by the local association and said 
that by attending the meetings he was 
able to keep his business healthy. 

In closing, President Kaiser said: 
“My greatest inspiration in the hard- 
ware business is based on my activities 
in hardware trade organization work 
and by listening to others for pointers 
and suggestions that I have successfully 
applied to my buiness.” 





J. Brown Elected Standard 
Foundry President 


James Brown, who enjoys a wide 
acquaintanceship among the hardware 
fraternity and who for the past eight 
years has served as vice-president of 
Thomas E. Wilson & OCo., has 
tendered his resignation and on Jan. 1 
will take charge of the Standard 





James Brown 


Foundry and Manufacturing Co. of De- 
Kalb, Ill., as president. 

All of Mr. Brown’s previous business 
experience has been in sporting goods 
lines or cutlery, having been in the 
retail end as well as the jobbing and 
manufacturing ends, so that his new 
connection will be a decided change. 

The Standard Foundry makes a line of 
furnaces and furnace castings and will 
later develop a line of heavy hardware 
specialties. 


New Lawn Roller Models 
Added to Dunham Line 


To fulfill a demand for lower priced 
water weight lawn rollers for use on 
smaller size lawns, the Dunham Lawn 
Roller Co. has added two plain bear- 
ing rollers, No. 2 and No. 4, to its line. 
These are slightly lighter than the 
company’s roller bearing line and will 
be ready for delivery Feb. 1, 1925. 
Model No. 3 has been discontinued in 
preference for the new No. 2. 

This announcement comes from John 
H. Graham & Co., Inc., 113 Chambers 
Street, New York, N. Y., selling agents 
for the Dunham lawn rollers. 








Chicago Hardware 
Jobber Will 
Build 


Hibbard, Spencer, Bartlett & Co. 
Has Purchased New Site—Pres- 
ent Location Needed by City 


Hibbard, Spencer, Bartlett & Co., 
Chicago, have announced the purchase 
of 65,000 square feet between the Chi- 
cago River and North Water Street, 
300 feet east of Michigan Avenue and 
opposite from the new Tribune Tower 
Building. Ever since the city of Chi- 
cago commenced the gigantic civic im- 
provements that required the wrecking 
of all the buildings along the river 
front there has been much speculation 
as to the fature plans of this hardware 
firm which is forced to find other quar- 
ters. 

Work will start immediate¢iy on the 
new property to erect a fourteen-story 
fireproof building, which with sub- 
basements will give them approximate- 
Jy one million square feet of floor 
space. This will, it is said, be the larg- 
est floor area under one roof in the 
world devoted exclusively to the job- 
hing of hardware and kindred lines. 
This floor space will be twenty-five per 
cent larger than their present guar- 
ters, and being equipped with the latest 
of modern appliances will take care of 
fifty per cent increase in business. Di- 
rect railroad connections will be made 
in the building. 

The fact that Hibbard, Spencer, Bar- 
tlett & Co. are able to finance this new 
building out of their own surplus 
funds, with no bonds or mortgage he- 
ing issued against the property, makes 
it a successful climax to their seventy 
years oft merchandising history. 

The firm was founded as_ Tuttle, 
Hibbard & Co. in 1855, and two years 
later their entire stock was destroyed 
by fire. Business was immediately re- 
sumed and after repeated moves into 
larger quarters, the firm in 1865 be- 
came known as Hibbard & Spencer. In 
1871 the entire stock was again burned, 
this time in the great Chicago fire, and 
again business was promptly resumed. 
Again repeated moves were made nec- 
essary by the increasing demand for 
room and in 1882 the firm incorporated 
as Hibbard, Snencer, Bartlett & Co., 
and in 1903 built and occupied the ten- 
story building that has housed them 
since and which is now to be wrecked 
tc make room for the city’s progress. 








Miller with National ; 


Laurence Miller has been appointed 
general manager of sales for the roll- 
ing mill division of the National En- . 
ameling & Stamping Co. at Granite 
City, Ill. Mr. Miller has been con- 
nected with the Carnegie Steel Co. for 
ten years. 
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Hardware Holiday Sales 
Active Last Week— 


Trade Prepares for Inventory 


HE retail hardware trade has had a very active week 
' [ senting holiday merchandise to consumers who waited 

for the last few days to do their Christmas shopping. 
Staples lines and spring goods suffered somewhat from the 
rush of the Christmas trade, but both groups are expected 
to resume activity early in January. 

The trade is preparing to take inventory, after which it 
is expected that “fill-in” demand on shelf goods will be very 
brisk. The average retai! hardware stock is estimated to be 
lower than normal. 

Dealers and jobbers in all sections express complete confi- 
dence in the outlook for spring trade. Manufacturers report 
practically no surplus stocks. Shipments are fair. A trade 
boom is not expected nor desired. Gradual, healthy improve- 
ment is anticipated. It is believed that the present morale 
of business men is conducive to more prosperous periods, 
and that the mental attitude of the public and distributing 
factors is such that the improvement will come in a sane 





and profitable manner. 


Mill supply jobbers and heavy hardware distributors are 
making favorable reports on current business and the pros- 


pects of trade for 1925. 


Collections generally are satisfactory. 


Pittsburgh Holiday Rush 
Prevents Futures 


_ The heavy rush of holiday business 
in the Pittsburgh district has kept the 
retailers from making up spring re- 
quirement lists. It is generally be- 
lieved, however, that with Christmas 
over and inventory completed there will 
“ considerable interest shown in spring 
ines. 

Several advances are being made and 
other increases are pending. 





Business Outlook Encourag- 
ing in the Northwest 


Twin Cities’ holiday business during 
the past week has been very good in 
almost all lines. The usual last minute 
buying is appearing, and stocks are 
becoming broken in some items. Col- 
lections have held up very well into 
December, and with the prices of farm 
products holding at a high level, the 
outlook for the coming year for the 
Northwest is very encouraging. 





New York Retailers Active 
Selling Holiday Goods 


Hardware specialties, cutlery, silver- 
ware, kitchen utensils, electrical goods 





and other hardware gift items have 
been very active in the metropolitan 
retail stores during the last pre-Christ- 
mas selling period. The trade is ready 
to take inventory shortly. Staple hard- 
ware items have been selling lightly 
due to the rush for holiday goods and 
the approach of inventory. 

Futures eased off for the same rea- 
sons, but staple lines and spring goods 
are expected to resume activity in 
January. 


Upward Price Trend 
in Boston 


During the past week hardware job- 
bing houses in Boston issued several 
new prices, some of them declines, but 
most of them advances. Sentiment 
among wholesale dealers is that the 
upswing in values has just started; 
that following the turn of the new year 
a great many things will cost more, 
particularly those having a_ direct 
bearing on iron and steel. Of the ad- 
vances reported this week, the follow- 
ing are the most important: roofing 
material; bolts and nuts 5 per cent; 
brass and copper lic. per pound; black 
and galvanized sheets 15c. per 100 Ib.; 
paints 25c. a gallon, and drop shot 10c. 
a bag Cotton gloves, carts and wagons 
are less expensive. 





Tires May Advance 


Say Manufacturers 


Higher tire prices are predicted in 
recent newspaper comments credited 
to leading opinion in the tire indus- 
try. John J. Watson, Jr., president, 
Lee Tire & Rubber Co., Conshohocken, 
Pa., is quoted as saying: | 

“Tire prices will have to be revised 
upward before manufacturers can 
realize appreciable profits on capital 
invested in the industry. Tire prices 
are now the lowest in history and the 
margin of profits is small. 

“Crude rubber prices and the cost of 
other materials entering into the con- 
struction of casings are considerably 
higher now than when price cuts were 
made on balloon and high-pressure tires 
in June this year. This reduction was 
followed later by further cuts averag- 
ing from 3 to 6 per cent, initiated by 
one of the leading manufacturers and 
followed by others.” 


Cleveland Holiday Sales 
Heavy Last Week 


In Cleveland sales of holiday mer- 
chandise in all lines were very heavy 
and in some previous holiday sales rec- 
ords were broken. Jobbers have con- 
fined their attention to holiday goods 
and sales of staple and seasonal lines 
have been somewhat restricted the past 
week. Renewed buying in good volume 
is expected early in January. The mar- 
ket is firm with opinions somewhat di- 
vided as to whether there would be 
many price advances next month. Im- 
portant changes reported include an ad- 
vance on woven wire fence and a 5 per 
cent reduction on stove pipe and el- 
bows. 








Chicago Market Prices 
Climbing Upward 


Prices in the Chicago market re- 
sumed their upward climb after last 
week’s lull. Copper rivets and red 
rosin paper both made substantial ad- 
vances, that of the former having been 
predicted for some time. Linseed oil 
has been steadily climbing all fall, a 
cent or two at a time, and this week’s 
jump of four cents may be followed by 
still higher prices. Advances are 
looked for on several other items and 
the market is decidedly firm. 

Sales in seasonable goods are holding 
up remarkably well and in addition 
there has been a very noticeable in- 
crease in the volume of future orders 
for spring merchandise. Orders for 
future delivery of builders’ hardware 
have been especially numerous, and in 
general there has been a marked ten- 
dency on the part of the retailers for 
the first time in several months to be- 
gin buying in advance. 

Collections are good and the money 
market much firmer than for some 
time. 
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Holiday Sales Active in New England— 
Trade Optimistic Over 1925 Outlook 





(Boston office of HARDWARE AGE) for the statement that in a city of 500,000 population 
HIS week winds up what is generally conceded a there are $600,000 worth of electric washing machines 
good holiday season in the retail and wholesale job- sold each year. More than $450,000 worth of vacuum 
bing. hardware trade. While it is a little early to cleaners and $95,000 worth of electric percolators are sold 
froecast bookings by the shelf hardware jobbers this annually in a city of this size. Approximately $65,000 
month, there is every indication they will exceed those worth of electric flatirons, $25,000 worth of ironers, $18,- 
for December, 1923. During the next week many of the 000 worth of electric curling irons are sold. Similar fig- 
jobbers will hold sales conferences and take inventory, ures could be quoted for the long list of electrical neces- 
but on Jan. 1 they will be actively engaged in rounding sities and conveniences which are helping to make life 
up spring business. January and February are more or more pleasant. These figures assuredly are werthy the 
less quiet months in the hardware market, consequently consideration of the retail hardware dealer. 
jobbers will endeavor to excite interest by offering new Jobbers report a good movement of mill supplies out of 
lines of goods. Because of the desire of the jobbers to stock. Business, however, is not as good as it was earlier 
come up to Jan. 1 with as little stocks as possible, some in the month. On the other hand, it is forecasted by some 
difficulty in securing certain kinds of merchandise has local houses that 1924 sales will comfortably exceed those 
been experienced by the retail trade. Back ordering on of 1923. The heavy hardware business is increasingly 
butts, hinges, Stanley Works goods, and in fact, shelf active, the recent advances in mill prices for various 
hardware in general, has been in vogue among wholesale things having stimulated public interest. Jobbers’ stocks 
firms, but the shortage of goods is temporary. have been allowed to run down this month with inven- 
Electrical goods sold well during the holiday season. tories in view, but it is understood jobbers are well pro- 
The General Electric Co., Pittsfield, Mass., is authority tected on requirements for first quarter business. 

Wi : “= ord, 30 x 3% in., ‘ . . ; ' 
ABRASIVES.—With the returning = ene ane cee See Se Oe te CARDS.—More forward business in 
tivity —— aps shop ger tae as $10. 45, 32 x 3% in., $11.35; 31 x 4 in., cards has been booked by jobbers than 
come a better distribution rasives. 2 x 4 in., $13.65; 33 x 4 in., , 

5 Ne eee oe Sree $14.10; 34 x 4 in., $14.60: 32 x 4% in, | Was the case a year ago. 

We quote from Boston jobbers $18.50; 33 x 4% in., $18.95; 34 x 4% in., We quote from Boston jobbers’ 
stocks: : =. 45: 35 x 4% in., $19.95; 36 x 4% stocks: 

Emery Wheels.—Aluminox, 65 per , $20.45; 33 x 5 in., $24. 40; 35 x 5 Cards.—Cattle, No. 40, 12 doz. to 
cent discount; barbolite vitrified, 50 ae " $25. 37: 37 x 5 in., $26.2 case, $2.10 per doz.; No. 04, 2 doz. to 
per cent discount; elastic and alumi- Horns.—Klaxon, in lots of less than case, $2.25; No. 4, 2 doz. to case, $3; 
nox carbolite, 50 per cent discount. ten, 331%, per cent discount; in lots of No. 2, 8 doz. to case, $3.15; No. 2, 2 
Pike line, 40 per cent discount. ten to nineteen, in one shipment, 40 doz. to case, $3.30. All prices net. 

AUTOMOBILE ACCESSORIES. aod cent ee - oy = Fey or File Cards.—$1.50 per doz. net. 
pa ‘ e nore, in > g 3 > é 2 ‘ 
—Registration of pleasure cars in —— eeatinttilnian CARTS AND WAGONS.—Manufac- 


Massachusetts this year exceeded 500,- BATTERIES.—No abatement is noted ‘ers of carts and wagons are out with 
000, a new high record. State officials jn the movement of batteries out of ™eW lists dated Jan. 1 next which show 
expect a new high record in 1925. jobbers’ stocks, thanks to the tre- Slight reductions on some items. Job- 
Automobile accessories should sell big. jmendous increase in the use of radio. bers’ Prices have been adjusted, effec- 





Just now good orders are being taken We quote from Boston jobbers’ tive Jan. 1. ; , 
by jobbers for early 1925 delivery. stocks: Ria quote from Boston jobbers 
Stocks: 


Batteries.—Flashlight, in lots of six 


We quote from Boston jobbers or more assorted unit packages in 


Kiddie Kars.—Special, two in car- 





a ee Accessories.—Apco line one shipment, No. 935, 24 to the ton, No. 101, $2.25 each list; No. 102, 
Steering wheel puller, $2 95 each. net: package, 8%c. each net; No. 950, 36 4 4 103, $3.75; No. 104, $4.50; No. 
c ; nor Fi ga - to the package, 9%c. Columbia, No. 5d, $5. 
mee: yew res - ge angie HS oa 6, in lots of 50, $30.22 per 100. _ Kiddie Koasters.—One to carton, 
hace a Snot” dake $9.38: pe hal oil Radio.—Dry cell, in packages of 50, $10.75. $10.50 each list; No. 606, 
a 8c : ina 9: No. 7111, 29¢c. each net. No. 6, in 13. ; a, ; 
a eh qratchet, wrench, | $3.25; lots of less than 12, 40c. each net; Kiddie hs . ee - saan $3 
arm, 48¢c., and battery charger, $13.50. in lots of 12 to 50, $35.22 per 100; each | list; ‘-~ . + o 38, 8; 
Springs.— Vulcan line all makes, 35 in larger lots, $30.22 per 100. Cluster No. 204, $6; No. $7. se : 
per cent discount: Ford sizes, 7-leaf batteries, 6 to the unit, 12 units to of cual Kars Two in a. -_ 
front, No. 2000, $1.25 net; 9-leaf the barrel, $1.60 each net; 8 units to aa $4.50 —_ — S0:75. $5.50; No. 
—_— et "on, 4 : Aa 98 ¢ y sach. 54, $5.75; I 55, ». TD. 
Soon’ ea se 2004, $2; 9-leaf rear, No. — ee Oe wae — . Kiddie Skooters.—Two in carton, 
Petite Chih Dies: tes. tn BOLTS AND NUTS.—Local jobbing No. 801, $4 each; No. 802, $5; No. 
_ hil ’ . 9 i o- 
lots of less than ten, $1.13 each; in quotations on bolts have been marked So lacsunt 88% Sin aid 
packages of ten, $1.08 each. : : ee , ae 
Oils and Greases.—Mobiloil, cylin- =P eva “0 age to hia with CHAIN.—tTire chains are in good re- 
ot, A, Bone Seote, opel. as ew See eee by Se «= quent, but a reel snowstorm is needed 
30 gallons, $1 per gal.; 55 gallons, meee son joneers to liven up the market. The demand 
Qs > . - . ». s e a @ 
ite S akiben, Seed ace eal; Bolts.—Machine. square _ head, for machine chain and proof coil is 
gallons, $1.05 per gal. Transmission P. nuts 40 and 5 per cent dis- only fair at best. 
oil, C,' $1.05 per gal. Transmission count; square head, C and T square 
grease, CC, 5-pound lots, 20%c. per nuts, 35 per cent discount; bolt ends We quote from Boston jobbers 
lb.; lubricant grease, in 5-pound lots 40 per cent discount; tap bolts, list stocks: , , 
$11,50 per case of 12; in 1-pound plus 20; common carriage bolts, 30 Tire Chains.—McKay and Weed 
packages $10 per case of 48. Dis- and 10 per cent discount. makes, 1 to 11 sets, 30 per cent dis- 
count 25’ per cent. _ Nuts.—H.P., square and hexagon count; 12 to 49 sets, 35 per cent dis- 
Boyce- ite.—Consumers’ packs, three and C.P. C. & T., square and hexa- count; 50 sets and more, 40 per cent 
4-0z. cans, $1 list: %-gal. cans, $3.50: gon, less ic. per lb.; others, list. discount. . 
o 6. » 3’ “ks . . Machine Chains. — Twist, length, 
1-gal. tn” me. an ca, packs BRASS.— Following ater-ancn ate addi- fs-in., 15c. per Ib.; %-in., léc. per 
crate; 1-gal. cans, 5 to crate. On full tional fractional price advances by the Ib.; ye-in., 21%ec. per Ib. ; long or open 
packages there is a discount of 40 manufacturers jobbers have marked up length link chains, j-in., 16%ec. per 
per cent; on less than full packages ? Ib.; 4-in., 1be. per 1b.; 9/32-in., l4c., 
3314 per cent. brass and copper products 1 cent a per lb.; tein. 12%c. per Ib., %-in., 
Tires.—Hartford line, cord, non- i . lle. per Ib. 
skid clincher, 30 x 3% in., regular, pound. New prices follow: Proof Coil Self-Colored Chain.— 
$8 each net: 30 x 3% in. extra, We quote from Boston jobbers’ %-in., $14.65 per 100 Ib.; %-in., 
$10.45: straight, 30 x 3% in., $10.45; stocks: 112.85, fs-in., $11.20; %-in., $9. 70; 
31 x 4 in., $13.25; 32 x *2 in., $12; Brass.—Sheets, 22%c. per lb. base; fe n., $9.45; ¥,-in., $9.10; %- in., $9.75; 
$32 x 4 in., $14.60; 33 x $15. 05; rods, 20%c.; brazed tube, 30%c.; %- -in., $9.40; %-in., $9.10; l-in., $8. 80. 
34 x 4% in., $20. 25: 35 x 6 “td $25.70. seamless tube, 26\4c. For less than 100 lb. about 2e, per 
Tires. —Hartford line, clincher cord, Copper.—Seamless tube, 27%c. per lb. additional is charged. 


30 x 3% in., regular, $7. 45 each net; lb. base; wire, 23%&c. Cable.—/,;-in., $14 per 100 lb. net; 











50 
Y%-in., $12.25: f-in., $12.75; %-in., 
eet ye-in., "'g9: %-in., $8. 553 5,-in., 
$9.4 


CUTTIN ‘G TOOLS.—AIl kinds makes 
of cutting tools are comparatively quiet 
at the moment, but sales this month 
will run well ahead of those for any 
previous month this year since Febru- 
ary or March. 


We quote 
stocks: 

Drills.—Carbon sizes up to 1%-in. 
tapered, and straight shank, 50 and 
10 per cent discount; bit stock drills, 
60 per cent discount; center drills, 65 
per cent discount; drills and counter- 
sinks combined, 20 per cent discount; 
ratchet drills, 30 per cent discount; 
wood boring brace bits, 50 per cent 
discount; high speed drills, straight 
shank, 3-64 to 5-32 in., 65 and 5 per 
cent discount; 11-64 to 7-32 in., 50 
and 10 per cent discount; 15-64 to ly, 
in., 40 and 10 per cent; taper, sizes 
up to 1% in., inclusive, 40 and 10 per 
cent discount; 1 33-64 in. and larger, 
40 per cent; letter and number sizes, 
40 and 10 per cent; electricians’ drills, 
10 per cent discount. 

Reamers.—Bit stock, 
discount; 
standard 
count; 


from Boston jobbers’ 


20 per cent 
bright square and T. S. 
makes, 65 per cent dis- 
checking, 25 per cent discount; 


tapered pins, 40 per cent discount: 
escutcheon pins, 45 per cent dis- 
count; small fluted rose and socket 


reamers, 20 per cent discount. 
GALVANIZED WARE.—Jobbers anti- 
cipate a satisfactory run on galvanized 
ware after the turn of the new year. 
Retail stocks, it is believed, are small. 


We quote from Boston jobbers’ 
stocks: 

— Hods.—15-in., $3.64 a doz. net: 
16- $5.12; 17-in., $5.50; 18-in., $6. 

Ash Cans.—National Enameling 


and Stamping line, No. 190, $4.20 
each net; No. 171, $3.50; No 7? 
$3.88. Other makes, No. 1700, $28 


doz. net; No. 1800, $31. 

Pails.—8-qt. $3.25 per doz. net: 10- 
qt., $2.54; 12-qt., $2.78; 14-qt., $3.12: 
40-lb. to the doz., $5.62; round bottom 
ee $4.20; 50-lb. to the doz. 


Tubs.—No. 200, $14 per doz., net; 
No. 300, $15. 

Garbage Cans.—Dover vx No. 4, 
$1; No. 2, $1.40; No. 1, $1. 

Watering Pots.-—4-qt., 6. 25 per 
doz. net; 6-qt., $7; 8-qt., $8: 10-qt., 
$9.40; 12-qt., $10.80, and 15-qt., $13. 


GLOVES.—Prices for 1925 on cotton 
gloves are out which show a slight 
modification. 


We quote 
stocks: 

Gloves.—Cotton, knit wrist, No. 839, 
$1.25 per doz. net; No. 641, $1.75; No. 


from Boston jobbers’ 


642, $2; No. 873, $2.50. With leather 
a, No. 169, ; No. 213, $3; No. 
327, A No. 322C, $4.50. Jersey, No. 
402, 2.10: No. 403, $2.10: No. 410, 
$4. ma No. 402B, $2.10; mittens, 
No. 971, $1.25. 

EGG CARRIERS. rs for egg 





carriers are beginning to filter into 


wholesale houses. 


We quote from Boston jobbers’ 
stocks: 

Egg Carriers. — New model egg 
crates, metal, capacity 1% doz., 88&c. 
each net; 2-doz., $1.05; 3-doz., $1.22; 
4-doz., $1.40; 6-doz., $1.75. Reg al, 
capacity 15 eggs, 1l4c. each net: "0. 
eges, 26c.; 50 eggs, 47c.; 100 eggs, 
84c. Cases with fillers, capacity 15- 
doz., $1.95 each. Poultry shipping 
crates, $1.68 each. 


FENCING.—The market on Cyclone 


wire fencing has been advanced 
slightly. 
We quote 


from Boston jobbers’ 
stocks: 

Fencing.—Square Deal, in 10-rod 
rolls, 11 gage, No. 832, $5. 50 per roll, 
net; No. 635, $3. 40; No. 845, $4.40; No. 
1047, stays 6-in. ‘apart, $7. 10; stays 
12-in. apart, $5.12. All prices net. 
Cyclone, from store, 40 and 5 per 
cent discount. From factory, 50 and 
5 per cent discount. 


GUNS AND AMMUNITION.—Drop 
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shot has been advanced 10 cents per 


bag by both producers and jobbers. 


We quote from Boston jobbers’ 
stocks: 

Ammunition. — Loaded _ shells, 25 
and 1 per cent discount; rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 per cent discount. 

Drop Shot.—Smaller than B, 
per bag; B and larger, $3.25 per bag. 
Air Rifle, Boy Scout, shot $4.85 per 
case. 


$4.05 each ae: No. 26, 





%, 
$4.95: No. 12, 
No. 


$6.12; No. 17, $7.50; No. 27, $8; 

70, $12.45. Shot guns, No. 107, $8.85; 
No. 115, $10.50: No. 215, $18: No. 235, 
$20.75: No. 315, $21; No. 330, $21.85; 
No. 335, $24.30. Savage, bolt action, 
single shot, No. 04, $6; repeating 
shot gun, No. 21A, $41.75 Baker 


double barrel, $32; 
double barrel, $50. 
22 action, model D, 


Batavia leader, 
black beauty, 
Pave & Lewis, 
$3.75. 


HANGERS.—Jobbers are putting their 
houses in order for a record-breaking 
in 1925. The past 


hanger business 
season was a mighty good one. 


We quote from Boston jobbers’ 
stocks: 

Hangers.— Timber or joist, No. 300, 
for 2 x 6-in. timber, 18c. each, net; 
No. "301. for 2 x &8-in. timber, 20c. 
each, net: No. 302. for 2 x 10-in. tim- 
her, 28ce. each, net; No. 403, for 2 x 
12-in. timber, 56c. each. net; No. 213, 
for 3 x &8-in. timber, 23c. each, net; 
No. 214, for 3 x 10-in. timber, 3lc. 
each. net: No. 315, for 3 x 12-in. tim- 
ber, 60c. each, net: No. 319, for 4 x 
S-in. timber, 36c. each, net; No. 320, 
for 4 x 10-in. timber, 46c. each, net; 
No. 321. for 4 x 12-in. timber, 64c. 
each, net. 


HOISTS.—Although not active, hoists 
are more so than they have been in a 


long time. 


We quote 
stocks: 

Hoists.—Yale & Towne line, spur 
geared, 20 and 7% per cent discount: 
screw geared (side wheel type), 30 
ane 20 per cent: differential. 60 and 

5 per cent. Chisholm-Moore line, high 
speed, 80 and 20 per cent discount; 
standard screw, 39 and 10 per cent 
discount; trolley, 35 and 10 per cent 
discount; differential, 20 and 10 per 
cent: anti-friction, 35 ard 10 per 
cent: trolley, 35 and 10 per cent. 


from Boston jobbers’ 


MOPS.—A substantial volume of for- 
ward business in mops has been booked 
by jobbers, and wholesale firms look for 


continued good business. 


We quote from Boston jobbers’ 
stocks: 

Mops.—O-Cedar line, without han- 
dles, No. 4, $12 per doz. list: No. 10, 
$18: No. 11, $18, dry duster, No. 9, 
$12; handles, $3 per doz. extra. Floor, 
No. 22, $2 each. Hand. No. 44, $6 per 
doz. Clothes No. 51, $4.20 doz. Dis- 
count, 3314 per cent. 

Cotton Mops.— Eureka line, 9-Ib. 
twine, $4.15 per doz.;: 12-lb. twine, 

.50. 


PAINTS. 


that effective Jan. 1, most of the manu- 
facturers of paint will advance prices 


25 cents per gallon. 


POULTRY SUPPLIFES.—Forward 
business in incubators is well in excess 
of that for a year ago. which up to that 
time was of record breaking propor- 
Other kinds of poultry supplies 


tions. 
are selling well. 


We quote from Boston jobbers’ 
stocks: 

incubators.—Buckeye line, oil and 
gas heater, No. 1, $26.25 each net; 
No. 2, $31.15; No. 3, : No. 
$47.60: No. 5, $74.90; 14, $11.55; 
No. 16. $19.25: No. 17. $25.73. Queen 
line. atyte No. 20, 70 egg a: 


220 eggs, $36.75: No. 1, 8&5 
eges, $27.50; No. 2. 135 eggs, $37.50: 
No. 3, 180 Cees, $44.50; No. 4, 275 
eggs, $57.75: No. 5, 400 eges, $68; No. 


25, 600 eggs, $103; No. 35, 800 eggs, 
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$132; No. 45, 1000 eggs, $157. 
count, 30 per cent. 

Brooders. — Buckeye line coal No. 
18, $15.05 each net; No. 19, $18.55; 
oil burner, No. 20, $8.23; ‘No. 21. 
$10.85; No. 22, $13.30; No. 25, coal 
burner, $21; No. 27A, oil burner, 
$12.25; No. 28A, $14; No. 29A, 
Queen line, No. 
ity, $21.50 each; No. 2, 1200 chick ca- 
pacity, $26.50. Discount, 30 per cent. 

Fencing.—Blue Ribbon, in 10-rod 
rolls, 17 gage, No. 1424, $3.30 per roll 
net; No. 1736, $4.20; No. 2048, $4.95; 
No. 2360, $5.85; No. 2676, $6.70. 
Square Deal, 14% gage, No. 1548, 
$5 per roll net; No. 1760, $5.80; 15% 
gage, No. 1636, $4.40; No. 1948, $5. 30; 
No. 2260, $6.20. 


Dis- 


PUTTY.—Putty is selling well, espe- 
Cur- 
rent requirements of the retail trade 
are larger than they usually are around 


cially for early 1925 delivery. 


the holidays. 


We quote 
stocks 

Putty. —White, in 25 lb. pails, 4%2c. 
per lb. net; in 121 16 lb. pails, 4%4c.; in 
5-lb. tins, 5%c.; in 1-lb. tins, 6%c. 
In lots of 100 to 499 Ibs., in 125-Ib. 
drums, $3.25 per cwt.; in 25-lb. pails, 
$4.25; in 12%-lb. pails, $4.55: in 5-lb. 
tins, $5; in 1-lb. tins, $6.25. In lots of 
500 Ibs. or more, in 125-lb. drums, $3 
per ewt.; in 25-lb. pails, $4; in 12% 
lb. pails, $4.30; in 5-lb. tins, $4.75; in 
1-lb. tins, $6. Black commercial putty 
costs \4c. in small lots and 25c. per 
cwt. in large lots more than white. 
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ROOFING MATERIAL.—Some kinds 
of roofing material have been advanced 


slightly in price. 


We quote from Boston jobbers’ 
stocks: 

Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.60 per roll; 


plain standard, $2.35 and $2.60; Lead- 
er, medium (45 Ib.) $2.35; heavy (65 
Ib.), $2.75; Rockroid yy $1.20; me- 
dium, $1. 50; heavy, $1.8 

Shingles. —Japroid oo lock top, $5 
per square; super giant, 12%-in., $9; 
individual, $6.25; super strip, $6.90; 
strip, 10-in., $5.70. 

Paper.—Bermico sheathing, $85 a 
ton; Japroid sheathing, $63; tarred 
felt, larger rolls, $65.80 a ton; smaller, 
$65.50 a ton. 

Roof Coating.—Stormtight, liquid, 
green and red, 5-gal., $3.40 per gal.; 
l-gal., $3.50; plastic roof cement, 5- 
gal., 32c. list; l1-gal., 35c. Discount 
33% per cent. 

Roof Coating. — Liquid, black, in 
drums or barrels, $1.50 per gal. net; 
in half barrels or drums, $1.60 per 
gal.;: in 20-gal. lots, $1.80 per gal.; in 
15-gal. lots, $1.80; in 10-gal _ lots, 
$1.80; in 5- gal. lots, $1.90; in 1-gal. 
lots, $2. Other colors cost consider- 
ably more. 

Roof Cement.—Plastic, black, in 50- 
Ib. lots, 19c. per Ib., in 25-Ib. lots, 
20c.; in 10-lb. lots, 21c.; in 5-Ib. lots, 
21c.: in 1-Ib. lots, 25c. Other colors 
cost more. 

Primers.—In 1-gal. lots, $1.50; in 5- 
gal. lots, $1.40 a gal.; in 10-gal. lots, 
$1.75 a gal. 

Roofing Cement.—In 1-lb. cans, 32 
to the case, 15c. per Ib. net; in 3-lb. 
cans, 12 to the case, 13c.; in 5-Ib 
cans, 12 to the case, 12c. 


SASH CORD.—Sash cord sales for 
1925 are satisfactory, say jobbers. The 
forward buying movement is expected 
to increase within the next few weeks. 


We quote from Boston jobbers’ 
stocks: 

Sash Cord.—Acme, No. 6, 54c. a Ib.; 
No. 7, 52c.;: No. 8, 9, 10 and 12, Ble. 
No. 7, in 1200 ft. coils, 52c. Sampson, 
No. 7, 80c.; Nos. 8, and 10, 79c. 
Berkley, No. 7, 40c. 


SCYTHES.—The recent reduction 


scythe prices has awakened consider- 
dealers. 


able interest among retail 
Bookings are for 1925 delivery. 


We quote from Boston jobbers’ 
stocks: 

Scythes.—Little Giant, $17 or was 
net; bramble, $17.50; brush, $17.5 
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HARDWARE AGE 


_ Holiday Sales Active 
Last Week in N. Y.— 


Trade Prepares for Inventory 


HE holiday selling period closed with the last week a 
‘| hie profitable time for retailers who catered to 
Christmas gift requirements. Electrical goods, cutlery, 
silverware, kitchen ware, carpet sweepers, specialties and 
other suitable gift hardware sold actively. Staple lines and 
spring goods suffered somewhat from the rush of the last 


holiday week. 


Jobbers and dealers are preparing to take inventory, 
which should be followed, it is said, by fairly heavy buying 


in staple lines. 


Fill-in trade is expected to be very brisk 


the first two weeks in January. Spring goods are expected 
to receive attention again early next month. 

Strong confidence in spring business possibilities con- 
tinues to have an encouraging effect on this market. Build- 
ers’ hardware requirements are being filed for January 


delivery. 


The price tendency is upward, though jobbers report a 
sliding reduction on Stanley Four Square tools averaging 


from 10 to 20 per cent. 


Air rifle shot, linseed oil, white 


lead and oxides, and wire nails were advanced last week. 
Rope and galvanized sheets have not increased, but both 
items are expected to go higher any day. 

Collections continue to be satisfactory. 





Very Strong Demand 
for Radio Batteries 


A strong demand for radio batteries 
continues. It is said that the weather 
has been suitable for radio reception, 
with the result that radio parts, par- 
ticularly batteries and tubes, have been 
moving very steadily. Prices quoted 
are representative. Stocks are fair. 


Jobbers’ quotations to _ retailers, 
f.0.b. New York: 

Batteries, No. 6, dry cells, ignition 
type, 26c. to 29c. each. 

Radio “B” batteries, unit package 
quantities, No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each; 
No. 772, $2.44 each; No. 770, $3.09 
each. 

Radio ‘‘C’’ batteries, No. 771, 39c. 
each. 


Shovels Advanced in N. Y. 
Stanley Goods Recuced 


New York jobbers announce that 
some manufacturers of shovels have 
advanced prices 50c. per doz. They also 
report a sliding reduction averaging 
from 10 to 20 per cent on the Stanley 
Four Square line of tools. 








Wire Nails Advance 
10 Cents Per Keg 


Wire nails were advanced 10c. in 
most quarters. This brings the price 
up to $3.60. It was generally expected 
that the advance would come this week, 
but the amount was estimated at 15c. 
higher. The additional 5c. increase 
may be made later. Sales are steady. 
Stocks are fair. 





Jobbers’ quotations to 
f.o.b. New York: 

Nails.—Wire nails, 
keg. 

Cut nails, $4.15 base per keg. 

Wire nails and brads in small lots, 
70-10 per cent off list, in 1-lb. papers. 

Roofing nails, 1 x 11, plain, $5 to 
$5.15 per 100 lb.; galvanized, $8.05 to 
$8.25 per 100 Ib. 

American felt roofing nails, % x 
10%, plain, $6.50 per case. Galva- 
nized, $10.25 per keg. 


retailers, 


$3.60 base per 





Linseed Oil Higher— 
Advances 3 Cents 


Linseed oil advanced 3c. last week. 
The demand is somewhat spotted. 


Prices to retailers, f.o.b. New York: 

Linseed oil, in lots of less than 5 
SLi? $1.20; in lots of 5 bbl. or more, 

Calcutta linseed oil, in bbl., $1.29. 

Boiled oil 2c. extra; double boiled 
oi! 3c. extra. Oil in half bbl., 5c. per 
gal. additional. 





Pre-Xmas Demand Good for 
Food Choppers 


Food choppers have been very active 
retail items in the past week. The pre- 
Christmas demand was better than the 
demand noted prior to Thanksgiving 
Day. Stocks are fair and prices firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Universal food choppers, No. 0, 
$1.25 each; No. 1, $1.52 each; No. 2, 
$1.86 each; No. 3, $2.37 each; No. 323, 
$1.85 each. 

Russwin food choppers, No. 1, $1.50 


each; No. 2, $1.85 each, and No. 3, 
$2.35 each. 

Dandy food chopper, No. 1, $1.15 
each. 





D1 


White Lead and Oxides 
Advance 14 Cent 


One Producer Guarantees Trade 
Against Reductions Prior to June 


30, 1925—Effective Dec. 19 


On Dec. 16 an advance of 4c. per 
lb. was made on price list of Oct. 28, 
1924. On Dec. 19 another %c. increase 
was made. Effective Dec. 19, 1924, the 
Atlantic Branch, National Lead Co., 
New York City, guarantees protection 
against reductions prior to June 30, 
1925. This guarantee is for jobbers 
and dealers and affects Dutch Boy 
white-lead-in-oil, red-led-in-oil, dry 
white-lead and litharge. Dry products 
in packages larger than 100 lb. not in- 
cluded. 

Present prices f.o.b. New York: 

White lead, dry and in oil, in kegs, 
100 Ib. at 15%c.; in 25 Ib. and 50 
lb. at 16c. and in 12% lb. at 16%c. 
In cans, 1 Ib., 20%c.; in more than 
1 Ib., 18%c. 

Dutch Boy Red Lead in oil, in 
kegs, 100 lb. at 17%4c.; in 25 and 50 
Ib. at 1744e., and in 12% Ib. at 17%c. 

Dry red lead, and litharge, in kegs, 
100 lb. at 15%c.: in 25 and 50 Ib. at 
l6ec., and in 12% Ib. at 16\c. 





Retail Sled Sales 
Have Been Good 


Retail sales on sleds have been re- 
markably good, in spite of the lack of 
snow. As a gift item for the holidays 
this item has been among the most ac- 
tive. Stocks are fairly good, but might 
not stand the rush of.a snowstorm. 
Prices are firm. Wholesale sales have 
kept up steadily. 

Jobbers’ sales in snow tools and ice 
creepers have eased off somewhat, but 
the aggregate sales already made and 
delivered have been very satisfactory. 
Stocks are not heavy. A severe snow- 
storm would probably cause a_ stock 
shortage, in the opinion of local dis- 
tributors. 

There has been practically no retail 
demand, as the metropolitan district 
has not had snow. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

SLEDS 
Flexible flyers, No. 1, $2.67 each; 


No. 2, $3.33 each; No. 3, $4.17 each; 
No. 4, $4.67 each: No. 5, $6.17 each; 
Junior racer, $3.67 each; racer, $4.50 
each. » 

Fire Fly, No. 9, $1.42 each; No. 10, 
$1.71 each; No. 11, $2.14 each; No. 12, 
$2.34 each: racer, $2.51 each. 

Sled backs, 75c. each. 


SNOW GOODS 


Snow shovels, long handle, steel, 
$4.50 per doz.; D handle, $5 per doz.; 
Ames, $9.35 per doz.; boys’ snow 
shovels, $2.28 per doz.; galvanized, 
$12.65 per doz. 

Snow pushers, 18-in., $11.40 per 
doz.; snow pushers, large type, 31 
x 12 in. blade, $2.75 each; 24-in., $16 
per doz. 

Snow pushers, curved, steel blade, 
12 x 18 in., $11.40 per doz.; 12 x 24-in., 
$16 to $19.20 per doz. 

Snow pushers, asphalt type, heavy 
steel blade, 31 x 12 in., 5-ft. handle, 
$2.75 to $3.15 each. 

Sidewalk cleaners, No. 24, $4 per 
doz.; No. , $5.95 per doz.; No. 27, 
$8 per doz.; No. 28, $9.50 per doz. 


ICE CREEPERS 


Newark ice creepers, $3.70 per doz. 
pair; Union ice creepers, $1.80 per 
doz. pair, and Eagle ice creepers, 
$1.50 per doz. pair. 
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Volume on “ Futures” 
Better Than Last Year 


Due to the last minute holiday rush, 
futures on spring goods ran light this 
last week. Volume of orders booked to 
date, however, far surpass business 
booked at the same time last year. 
There is without question strong mar- 
ket confidence being shown in relation 
to probable spring business conditions. 
Interest in futures may be resumed 
the first week in January. 


Jobbers’ prices to retailers f.o.b. 
New York: 


LAWN MOWERS 


Three-blade, plain bearings, 8-in. 


wheel, 12 in., $4.85; 14 in., $5.15; 16 
in., $5.50, and 18 in., $5.80 each. 


Same, with ball bearings, 12 in., 
$6.65; 14 in., $7; 16 in., $7.35, and 18 
in., $7.70 each. 

Four-blade, 9-in., wheel, ball bear- 


ing, 12 in., $8.25: 14 in., $8.55: 16 in., 
$8.85, and 18 in., $9.25 each. 
Same, with 10%-in. wheel, 14 in., 


$9.50; 16 in., $10; 18 in., $10.50; 20 in., 
$11.15 each. 


Five-blade, 10%4-in. wheel, ball 
bearing, 16 in., $12; 8 in., $12.70; 
20 in., $13.35 each. 

Same, with 10-in. wheel, 16. in., 
$15.35: 18 in., $16, and 20 in., $16.75 
each. 


LAWN ROLLERS 


Dunham, Waterweight type, No. 3, 
$11.30; No. 5, $13.35, and No. 7, $15.35 
each. 

New York jobbers report that the 
manufacturer of the Dunham rollers 
is putting out a No. 2 and No. 4 roller 
on which there may be a lower price 
than those quoted here. 


SPRAYERS 


Galvanized, 4 gal., $4.88 each; brass, 
4 gal., $7.50 each; bucket pump type, 
$2.75 each. Tin, % pint, 23c. each. 
Tin, 1 qt., 3le. each; brass, 1 qt., 
$1.15 each; galvanized, 1 qt., continu- 
ous, &8c. each. 


HEDGE SHEARS 


Disston, plain, 8 in., $1.65, and 9 in., 
$1.78 per pair. 


Disston, notch, 8&8 in., $1.78; 9 in., 
$1.90, ard 10 in., $2.02 per pair. 
BORDER SHEARS 
Without wheel, 2.95 each; with 
wheel, $3.50 each. 


Lawn shear, with two wheels, $3.50 
each. 


Fill-in Bolt Orders Expected 
in January 


Bolt sales are not heavy. It is be- 
lieved that dealers will piace large 
fill-in orders the first part of January, 
as stocks are expected to be found too 














low for normal trading. Recently ad- | 


justed prices may hold, according to 


local reports, which contradict expres- | 


sions heard last week to the effect 
that further upward adjustments were 
likely. It seems safe to say that there 
will not be lower prices. Wholesale 
stocks are in fairly good shape. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Boits. — Common carriage bolts, 
small sizes, 35-10 per cent; large 
sizes, 35 per cent. 

Machine bolts, all sizes, 40 and 106 


per -cent. 
Lag screws, 45 to 50 per cent. 
Stove bolts, 77% and 10 per cent; 
both flat and round head. 
Sink bolts, 75 to 75 and 10 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 33%, per cent. 





i 


HARDWARE AGE 


Serew anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 


Spring cotters, 30 per cent. 

Copper rivets and burrs, 40 per 
cent. 

Round head iron rivets, 60-5 per 
cent; tinners’ rivets, black and tin, 
69 and 5 per cent. 


Cap screws, 80-10 per cent. 


3-Cent Advance on Air 
Rifle Shot 


New York jobbers announce an ad- 
vance of 3c. on 5-lb. bags of air rifle 
shot. This item is expected to sell very 
actively after Christmas, in view of the 
large business done in air rifles for 


gifts. Stocks are good. 
Jobbers’ quotations to. retailers, 
f.o.b. New York: 
Air rifle shot (BB) in 5 Ib. bags, 
88c. per bag: in 25-lb. bags, $3.75 
per bag. 


Solder Prices Firm-—- 
Demand Fair 


Solder prices are unchanged. The 
demand is fair. Prepared solder for 
radio use continues to be more active 
than other types. The first quarter de- 
mand for the radio type is expected to 
be fairly heavy, as January, February 
and March are considered banner radio 
sales months. 

Jobbers’ retailers, 


quotations to 


f.o.b. New York: 
Bar solder (half and half), 39%%c. 
per Ib.: strip solder, 47c. per Ib.; 


Kester solder, acid or rosin core, 65c. 
per Ib. 





Cloth Window Ventilators 
Receive Attention 


Dealers are showing fair interest for 
cloth window ventilators. Prices are 
not expected to change, and stocks are 
fair. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 


Cloth window ventilators, No. 923, 


$3.75: No. 937, $4.25; No. 947, $5.65; 
No. 959, $6.25: No. 1537, $5.65; No. 


1549, $7.20, all per doz. 


Garage Hardware Sales 
Becoming More Active 


There is a slowly increasing demand 
for builders’ hardware. Stocks are fair 
and prices firmer. 

Jobbers’ quotations 


to retailers, 


f.o.b. New York: 
Butts.—3% x 3% case lots, 22c. per 


pr.; in less than case lots, 23c. per pr. 
Garage Sets.—(Stanley 1776J). Lots 

of 6, $2.65 to $2.75 per set. In lots of 

less than 6, $2.65 per set. 
Garage Holders.—(1774J). $1.85. 


Sweeper Sales Steady 


Carpet sweepers are selling steadily 
in this market. Prices are not expected 
to change. Stocks appear to be in good 
condition. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Carpet sweepers, Standard, ja- 


panned, $3 each; Universal, japanned, 
$3.50 each; Grand Rapids, japanned, 


$3.67 each; Grand Rapids, nickeled, 
$4 each; American Queen, $4.50 each; 
Princess, $4.16 each. 
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Various Stove Goods 
Selling Consistently 


Various stove goods are selling con- 
sistently at firm prices. Dealers are 
buying fair quantities and report a 
good consumer demand. Rotary ash 
sifters are very active. Stove boards 
are fair. The demand for flue stops 
and dampers is good. Stocks appear to 
be in good condition. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Dampers, 4%-in., 10c. each; 5-in., 
10c. each; 5%-in., lle. each; 6-in., 
12c. each; T-in., 18c. each. 

Stove pipe elbows, 4%-in., 13c. 
each; 5-in., 14c. each; 5%-in., 16%4c. 


each; 6-in., 18c. each. 

Stove lifters, l-in., 6c. each; 2-in., 
7tec. each. 

Stove pipe collars, 4-in., 3c. each; 
41%4-in., 4c. each; 5-in., 4%c. each; 
5%-in., 5c. each; 6-in., 5%c. each. 

Stove boards, 24 x 24, 
doz.; 26 x 26, $8.55 per doz.; 28 x 28, 
$9.60 per doz.; 30 x 30, $11.40 per doz.; 
$2 x 32, $13.45 per doz.; 35 x 35, $16.75 
per doz.; 30 x 36, $15.40 per doz.; 40 
x 42, $19.05 per doz. 

Ash sifters, rotary type, $2.10 each. 

Moore’s handy truck, $2.25 each. 

Flue stops, 6%c. each. 

Coal hods, galvanized, plain body, 
open round bottom, 17-in., 52¢. each. 

Pokers, %4 x 20 straight, 6%c. each; 
% x 20 bent, 6%c. each; Neverbreak, 
19i%4c. each. 

Pokers, furnace type, heavy wrought 
iron, 3 ft. long, 72c. each; 4 ft. long, 
90c. each, and 5 ft. long, $1.10 each. 


Flue scrapers, black iron, 30 in. 
long, 4%c. each. 

Fire shovels, japanned, 4% x 15, 
7c. each; 5 x 20, 8c. each. Never- 


break brand, 39c. each. 


Screw Demand Consistent, 
but Not Heavy 


The demand for screws in the New 
York market is consistent but not 
heavy. Being a strictly staple all-year 
item, there is some inclination to hold 
screw orders until after inventory, 
when it is believed large fill-in orders 
will be placed. 

Jobbers’ quotations 

f.o.b. New York: 

Wood screws, iron bright, flat head, 


to retailers, 


72%, 25 and 5 per cent. 

Same, iron blued, round head, 70, 
25 and 5 per cent. 

Same, brass, flat head, 70, 25 and 


~ 


» per cent. 

Same, brass, round and oval head, 
67%, 25 and 5 per cent. 

Hot galvanized, flat head, 57%, 25 
and 5 per cent. 

Nickel plated, flat head, 60, 25 and 
5 per cent. 
Full packages are extra 5 per cent. 


Galvanized Sheet Advance 
Expected Next Week 


It was generally believed that gal- 
vanized sheets would advance 15c. this 
week. However, at press time the ex- 
pected increase had not been made, 
though distributors say it will come 
within ten days. The demand for cop- 
per and galvanized sheets is fairly ac- 
tive for this time of the year. Stocks 
are satisfactory in most cases. 

Prices to retailers f.o.b. New York: 
Galvanized sheets, 28 gage, $5.60 
to $6. 
Copper sheets, in case lots, 20%c., 
ase. 


Less 25 per cent discount on extras. 
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Seasonal Lines Continue Active in Pittsburgh— 
Demand Also Consistent for Staple Hardware 


(Pittsburgh office of HARDWARE AGE) 

ARKED activity still is noted in seasonal lines, 

M with a demand for sleds, scooters and toy auto- 

mobiles that has swamped the jobbers because 

the retail trade let the matter of purchases for the holi- 

days go until the holiday demand actually materialized. 

There has been a lively interest in Christmas goods gen- 

erally, which has shown heavily in silverware and elec- 
trical household appliances. 

Making a particularly good showing in the latter class 
have been electric waffle irons. Judging by the number 
of restaurants featuring waffles, they must be very pop- 
ular and housewives evidently are finding that there is 
truth in the old saying about “the way to a man’s heart,” 
etc. The picture, however, is not so cheery as to spring 
goods, because the holiday rush has given the retailers 
little time to make up their requirement lists, to say 
nothing of receiving the salesmen. It is generally be- 
lieved, however, that with the holidays and the inventory 
season passed, there will be a decided improvement in for- 
ward ordering. Price tendencies are so generally and so 
strongly upward that there is not much excuse for delay. 

Bolt and nut prices of jobbers have been revised in 
keeping with the recent advance in mill prices. Stove 
and tire bolts have gone along in this advance. Another 
advance in manila rope is ahead, seeing that the leading 
producer has lately withdrawn prices. New price lists 
on roofing papers and felts disclose no important change 
from the November quotations, but rubberized roofing has 
been marked up by one manufacturer and slate surface 
roofing has gone up. Saddlery hardware prices are up 
about 15 per cent in the new list which has followed the 
recent withdrawal of former prices. Halter and swing 
chains have advanced. 


The first of the year is so close at hand that steel con- 
sumers no longer are withholding specifications in the 
fear that they may get deliveries that will show in year 
end statements. The result is that mills in this and 
nearby districts are flooded with business and there has 
been a further gain in the operations of furnaces and 
mills. Carnegie Steel Co., which recently put on four 
furnaces in the space of a week, has ordered on three 
more, which will give that company a total of 41 out of 
58 in production. In midsummer, this company had only 
27 furnaces active. There has been a corresponding gain 
with other companies and there are now 94 out of 139 
furnaces in this and nearby districts in production. In 
midsummer, the number active was as low as 57. Ingot 
production in the district is averaging close to 85 per 
cent of capacity, more than double the midsummer rate, 
and compares with an average of about 60 per cent at 
the beginning of November. 

The revival in the iron and steel business has played 
an important part in a wage advance in the Connellsville 
district, which became effective at most works and mines 
Dec. 16. The H. C. Frick Coke Co., a Steel Corporation 
subsidiary in that district, did not go along with a wage 
cut last summer of about 30 per cent; lately that com- 
pany has been increasing its activities and as the inde- 
pendents have also, it has been necessary for them to 
restore the wage cut in order that they might maintain 
working organizations. This change, it is estimated, 
adds on an average about $1 a ton to coke producing 
costs and will be passed on to pig iron producers, who 
in turn are trying to get the higher costs of making pig 
iron from the consumers. It looks very much as if a 
further general advance in steel prices would be an early 
event. 








AUTOMOBILE ACCESSORIES. — Ex- 
ceptionally mild weather for the time 
of year has lately taken off the edge 
of the demand for seasonal lines, but 
the winter must have some cold weather 
in store and the trade is not disturbed. 
Jobbers report that a large maker of 
spark plugs is endeavoring to make it 
a stipulation of sales that the jobber 
will not handle any other make of plug; 
there is much resistance to the pro- 
posal. 


BATTERIES.—Dry cell batteries, nota- 
bly for radio work, still are in brisk 
demand, with no change in prices. 


Jobbers’ quotations to retailers 
f.o.b. Pittsburgh: 

Broken Unit 

Packages Packages 

Each Each 
at Tt -ebesdseeues $1.05 $0.97 
we weed ea dee 1.33 1.23 
Mn cicesedeske 1.22 1.14 
i We oS ising Gap be 1.40 1.30 
cS eee 2.62 2.44 
tt Sl» ccwhe omtee 2.62 2.44 
i Me ove e6e etee 3.33 3.09 
cS aa 42 39 


each. 


BOLTS, NUTS AND RIVETS.—Local 
jobbing prices have been revised in 
keeping with the recent advance in mill 
prices. Tire and stove bolts share in 
the advance. There is much confusion 
in the stove bolt division of the mar- 
ket, because makers have not all con- 


formed to the simplification program as 
to heads or threads; eastern makers 
are providing large or small head bolts 
with the standardized thread, while 
western producers continue to produce 
along former lines of practice. There 
are two sets of prices to cover the large 
and small head bolt and some makers 
are quoting with and others without 
nuts. 

stocks 


We quote out of jobbers’ 


as follows: 
Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; 
carriage bolts, small rolled threads, 
50 per cent off list; all sizes cut 
threads, 45 per cent off list; stove 
bolts, 75 per cent off list; tire bolts, 
40 and 10 per cent off list; nuts, hot 
pressed blank or tapped, 3.25c. off 
list; c.p.c. and t. blank or tapped, 
3.35¢c. off list; rivets, small wagon 
and tinners’ 60 per cent off list. 
CHAIN.—A new list just issued by the 
American Chain Co. shows substan- 
tially higher prices for halter and 


swing chains. 


CHRISTMAS GOODS.—The only com- 
plaint heard in connection with the de- 
mand for Christmas goods, and this in- 
cludes sleds, scooters, toy automobiles, 
silverware, and electrical household ap- 
pliances, is that retailers waited so 
close to the season of actual demand 
pefore they ordered. This meant a 
rush of shipping and an unloading of 


jobbers’ stocks so quickly that it was 
difficult to meet all demands. 
ROOFING MATERIALS.—New prices 
of the Barrett Co. show no material 
changes from the November list on 
roofing papers and felts. One maker of 
rubberized roofing has advanced prices 
and slaté surface roofing also is 
higher. 

ROPE. — Plymouth Cordage Co. has 
withdrawn prices on manila rope; this 
is taken to mean a further advance. 
PAINTING MATERIALS. — Oil and 
turpentine have advanced, as has also 


lead. Business is seasonably quiet. 
Prices to retailers: 
Ready mixed paints, best grades, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 15%c. per Ib. in 100-Ib. 


lots; 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less for lots of a ton or more; tur- 


pentine, $1 per gal. in barrel lots; 
linseed oil, $1.22 per gal. in barrel 
lots. 


SADDLERY HARDWARE. — The ad- 
vance recently predicted on the with- 
drawal of former prices amounts to 
about 15 per cent, according to local 
jobbers. 

SKATES.—Weather is too mild in this 
part of the country for a good retail 
demand, except for -Christmas gifts, 
but the movement from jobbers’ stocks 
is good, evidently in preparation for 
demands to come. 
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Jobbers’ prices to retailers: 

Roller Skates.—Union Hardware Co. 
line, No. 2, 65c. per pair; No. 3, 
75c.; No. 10, $1.05; No. 6, $1.50. 
, No. 38%, $1.50; No. 38, 
Ice skates, Winslow line, No. 
2110, 82c.; No. 2110 L. S., $1.15: No. 
2120, $1.20; No. 2120 L. S., $1.40. 


SNOW SHOVELS AND CLEANERS. 
—Fair movement is noted by jobbers, 
although the kind of weather that 
moves these lines is absent in this part 
of the country. 
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Jobbers quote wooden snow 
shovels: No. 8, $6 per doz. No. 20, 
$6.75, steel No. 34, $12; cleaners No. 

5, $4 per doz., No. 6, $5, No. 7, $7. 
WIRE PRODUCTS.—Fair demand is 
reported for nails, but no particular ac- 
tivity is noted in other directions, al- 
though jobbers expect that after the 
holiday and inventory seasons are 
passed, there will be more demand for 
fence and fence materials. The ad- 
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vance in mill prices is not yet solidified 
and for that reason there is some vari- 
ation in resale prices. 


We quote out of jobbers’ stocks: 
Nails, $3.15 to $3.20, base, per keg; 
No. 9 gage, plain galvanized wire, 
$2.95 per 100 lb., galvanized barbed, 
2-point cattle, $3.17 per 80-rod spool; 
2-point hog, $3.39; 4-point cattle, 
$3.38; 4-point hog, $3.66; special 2- 
point cattle, $2.38; woven wire fence, 
1047-11, $39.36 per 100 rods: 1047-9, 
$55.20; 939-11, $35.22; 939-9, $48.85. 





Don’t Abuse Your Friend—Turnover 


Some time ago I read a well-written article in a 
house publication, issued by a manufacturer of a ma- 
chine used in almost every business office. 
contained a table which was supposed accurately to 


(Continued from page 40) 


The article 


tainty only to past sales and not to future operations, 
I submitted the case to the writer of the article. I 
wrote him three letters before receiving a response; 
and even that was evasive. 
was considering a plan of opening an office for the 


The writer stated that he 





allocate the overhead expense of a merchandising busi- 
ness according to the turnover in the various lines of 
merchandise handled in that business. Thinking the 
author had rendered a valuable service to those en- 
gaged in the merchandising business, I wrote him a 
commendatory letter and requested him at the same 
time to prepare a table for use in our own business. 
In a few days I received the table, and we applied it 
at once to one of our merchandise divisions. Accord- 
ing to the table, this department, which we had always 
supposed was merely paying enough to cover the over- 
head, actually showed a profit. 

In order to test the accuracy of the table, we changed 
only one item; namely, the amount of money invested 
in the merchandise, so that there would be no extra 
expense for labor or clerical work involved—the only 
items affected being the interest on the investment, the 
rental charge, and the insurance. ‘These three items 
could be definitely figured, and they amounted in our 
case to $1,200. The theoretical profit on this particu- 
lar division of merchandise, as figured by the table in 
question, was $4,000. When we applied the table to 
the figures with the additional investment included, 
which could affect only the three items mentioned, the 
$4,000 profit was changed into a $4,200 loss, even 
though the additional expense was only $1,200. 

When I saw that the table could be applied with cer- 


purpose of giving advice to business men on such prob- 
lems as ours. We promptly expressed our willingness 
to pay any reasonable fee for an explanation as to why 
the table did not work when applied to our case; again 
no reply. Thereupon, we submitted the whole matter 
to the manufacturer who had published the article. 
He, too, confessed his inability to offer any solution of 
our question and added that it was impossible for him 
to check up beforehand on all the statements contained 
in his publication. 

I submit this case to the reader merely to show that 
much of what is written about turnover is not so care- 
fully thought out or so clearly expressed that it can be 
applied by either wholesaler or retailer with security. 

Since misunderstanding of the true purpose and 
scope of turnover had led directly to an increased cost, 
or what should probably be called an increased waste, 
along the whole line of distribution, every wholesaler 
and every retailer should give carful thought and study 
to this phase of his business, so that he may intelli- 
gently decide whether his method for applying rapid 
turnover really benefits him and the public, or whether 
ti merely adds to their already heavy burdens. This 
can be done with a very fair degree of accuracy and 
without complicated calculations, as I have attempted 
to indicate. 











HEN Wm. E. Barnes, Inc., Memphis, Tenn., 

made up sample rooms for the builder’s hard- 

ware department a very fine job was done. The 
rooms are in the basement of the regular store. The 
hallway entrance has a few samples of electric light 
fixtures on the ceiling and walls. To the right and 
left of this hallway are sample electric light fixture 
rooms handy should the customers also be interested 
in such goods. 

The builder’s hardware sample room is itself 38 
feet long and 8 feet wide. Buffets are used to display 
sample boards. A blue tile mantle and a gas burning 
grate is at one end of the room. Walls are finished in 
gray. The woodwork is in ivory. The floors are hard- 
wood. 
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Heavy Demand for Holiday Lines in Cleveland 
—Limited Demand for Spring Goods 


(Cleveland office of HARDWARE AGE) 


HE demand for holiday merchandise continued heavy 
With the holiday rush, 

sales of staples and seasonal merchandise for next 
spring fell off, buying being limited mostly to current 
Wholesale houses were busy with their late 
holiday orders and in the past week have not paid much 
Among the most active 
holiday lines were electrical goods, radio equipment, glass 


almost up to Christmas. 


demands. 
attention to pushing other lines. 


baking ware, cutlery, skates and sleds. 


generally reported a good volume of Christmas business 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Some lines of accessories 
which include spotlights and windshield 
cleaners have been more active recently 
because of the holiday demand. Tires 
are moving very slowly. 


We quote from jobbers’ stocks, 


f.o.b. Cleveland: Miller Falls, No. 
145 jacks, $4.75; Reliable jacks, No. 
; No. 2, $3.33, in lots of 12; 

Derf spark plugs, 96c. each for all 
sizes in lots of less than 50; Cham- 
pion X spark plugs, 45c. each for less 
than 100 and 41c. each for over 100; 
Champion regular, 53c. each for less 
than 100, all sizes; 50c. each for over 
100; Reliable — No. $1; No. 1, 
$1.25: Nos. 2 and 3, $1.7 

AXES.—The demand is about normal 

for this time of the year. 

Jobbers quote f.o.b. Cleveland as 
follows: First grade single * bitted 
axes, handled, $19 per doz.; unhan- 
dled, $14.50 per doz.; double bitted, 
handled, $24.50 per doz.; unhandled, 
$20 per doz. 

BATTERIES.—The demand for flash- 
light and radio batteries has continued 
heavy for the holiday trade. Stocks are 
still good. 


Jobbers quote f.o.b. Cleveland: 

No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small lots. 

No. 6 ignition type dry cell bat- 
teries, 29c. each. 


BOLTS AND NUTS.—tThe adoption of 
new discounts on bolts and nuts with 
freight allowed to destination within 
zone limits that include roughly the 
northern states east of the Mississippi 
River will prove a disadvantage to 
jobbers in the bolt manufacturing cen- 
ters of Cleveland, Pittsburgh and Chi- 
cago, as jobbers in these cities have 
heretofore had the advantage of buying 
from local manufacturers without the 
added charge of freight. Under the 
new plan jobbers in the smaller cities 
will be able to secure their stocks at 
the same delivered prices as jobbers 
in cities where bolts and nuts are made. 
The new discounts are slightly higher 
after taking the freight into considera- 
tion. However, local jobbers have not 
changed prices. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list; small 
rolled threads, 60 and 10 per cent off 
list; carriage bolts, large and small, 
cut threads, 50 and 5 per cent off list; 
stove bolts, 80 per cent off list; hot 
pressed nuts, $4 off list; small rivets, 
65 and 5 per cent off list. 


stocks. 


Retail merchants 


BRASS AND COPPER.—Two price ad- 
vances aggregating %c. per lb. have 
been made on brass and copper bars, 
sheets and tubes. 


CAP AND SET SCREWS.—Prices on 
cap and set screws which have been 
very low recently because of keen com- 
petition among manufacturers have 
been advanced 20 per cent. 


Cleveland jobbers quote: 

Square and hexagon head, milled 
and upset cap screws at 10 and 80 per 
cent off list. 

of all 


COASTER WAGONS.—Sales 
children’s vehicles have been heavy for 
the holiday trade, but the buying is 
subsiding. Stocks are still fair. 

Jobbers quote f.o.b. Cleveland: 

_Auto-Wheel coasters, rubber tired 
disc wheels; sizes 12 x 28, $5.50; size 
14 x 32, $6.43; size 14 x 34, $7.03; size 
16 x 38, $7.73; size 18 x 40, $8.33 each. 

Gendron line high grade rubber 
tires, size 14 x 32, 8-in., roller bearing 
disc ‘wheels, $5. 70; size 14 x 34, 10-in. 
disc wheels, $6.75; size 16 x 38, 10-in. 
dise wheels, $7.15: size 18 x 40, 10-in. 
disc wheels, $7.55 each. 

Bowman All-steel line, size 13 x 
32%, No. 100 loose bearings, $4.50 
to $4.15, according to quantity; No. 
200, same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity; No. 80, same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity each. 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 14 x 34 x 10, 
$10.40: size 16 x 30 x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 33144 per cent. 

American National Line—American 
Boy Red Express Wagon, No. 06, 
a 65 per doz.; No. 02, $15.80 per doz.; 

No. 4, $32 per ‘doz. Little Toto Coaster 
Wagon, roller bearing, double disc 
wheels, No. 38, $2.20 each; No. 40, 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. 43, $6.40 each. 
National Flyer ‘Coaster, roller bearing 
double disc wheels, No. 51, $5.70 each; 
No. 53, $6.90 each. 


FIELD FENCE.—Prices on woven wire 
field fence have been advanced about 5 


per cent. 
Jobbers quote f.o.b. Cleveland: 
4 ft. ten wires. 12-in. stays, No. 9 
wire fence at $55.20 per 100 rods; 
39-in. nine wires, $48.65 per 100 rods. 


FENCE POSTS.—Rolled steel fence 
posts which have been on the market 
enly a short time are finding a very 
good sale. Prices on these have just 


been advanced $2 a ton. 

Jobbers quote f.o.b. Cleveland in 
lots of 500 posts or less; 6% ft., 
per 100: 7-ft., 
$37.50: 
less. 


$31.32 
$33.34 per 100; 1% ft., 
lots of 500 or 1000, $1 per 100 


and many had to place additional orders to replenish their 


Sales of some lines, particularly builders’ hardware and 
plumbers’ brass goods, are still being made in good volume 
for spring shipment. With the holidays and inventories out 
of the way everything points to a good buying of spring 
seasonal merchandise next month. 

Price advances have been announced on woven wire 
fence, cap and set screws, steel fence posts, brass and 
copper mill products and high grade varnishes. 
prices are out on stove pipe and elbows, these showing a 
5 per cent reduction. 


New 


HANDLES.—tThere is little activity in 
the handles at present. Prices are un- 
changed. 

Jobbers quote f.o.b. Cleveland: 

Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected .white hickory, $6 per doz.; 
special white second growth hickory 
$5 per doz. 


Hatchet and Hammer Handles.— 


No. 1, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handles. — Straight, 
chucked and bored, XX, 4% ft., $38.75 


per doz.; 5 .. $4.50 per doz.; bent, 
4% ft., $4.15 per doz.; 5 ft., $5.10 per 
doz.; X, bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 

Manure Fork Handles.—Bent, XX, 


4 ft., $3.90 per doz.; 4% ft., $4.25 per 
doz.; X, bent, 4 ft., $2.80 per doz.; 
4l%, ft., $2.90 per doz. 

Garden Hoe Handles.—XxX, 4% ft., 
$3.30 per doz.; No. 1, 4% ft., $1.50 per 


doz. 
Garden Rake Handles. XX, S t. 
$6.25 per doz.; o. 1, $2.65 per doz. 


Shovel Handles. Regular peewee 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
$3.75 per doz. ; D handle, $5. 60 per 
doz. 

Spade Handles.—X grade, $5.40 per 
doz. 


ICE SKATES.—Sales of ice skates, 
both in the regular and shoe type, have 
been heavier than anticipated, and job- 
bers’ stocks are becoming exhausted. 
While mew deliveries are being received 
they have not yet come in fast enough 
to keep up the holiday demand. 

Jobbers quote f.o.b. Cleveland: 

Union Hardware Co. polished screw 
clamp, No. 1624, 80c. each; same, 
nickel plated, No. 1624%, $1.10 each; 
hockey screw clafhp, No. 52414, $1.20 
each; same, nickel plated, No. 424%, 
$1.60 each; ladies hockey skates in 
corresponding grades, $1.45 and $1.85 
each. Alumo tubular skates, polished 
and finished with Goodyear welt shoe, 
$7.50; aluminum finished skates with 
McKay shoes, $5.50. These prices are 
for both hockey and racer skates and 
for both men and women. 


NAILS AND WIRES.—The demand 
steady and prices are unchanged. 


Jobbers quote as follows: 

Nails, less than car lots, stock 
shipment, $3.25 per keg; No. 9 gal- 
vanized wire, $3.60 per 100 lb.; ! 
annealed wire, $3.15 per 100 Ib.; 
ment coated nails, $2.50 per 100 Ib.; 
Polished fence staples, $4.05 per 100 
lb.; Miscellaneous nails and _ wire 
brads, 70 and 10 per cent off list. 

Barbed wire, 100 lb. spools, galva- 


a 


S 


nized, $3.95; 80-rod spools, Lyman 4 
point cattle wire, $3.45; same, hog 
wire, $3.70 American special, hog 
wire, $2.60. 


OVENS. — Manufacturers have made 
the price advance of 5 per cent and 
jobbers will make the corresponding 
change in their prices about Jan. 1, 
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when they begin to take spring orders. 


PAINTS AND OILS.—Mixed paints 
are moving fairly well for spring ship- 
ment, but the spot demand is quiet. 
Linseed oil has advanced 8c. a gallon 
and white lead 4c. per lb. A 50c. per 
gallon advance was made on high-grade 
varnishes, Dec. 15. 
Jobbers quote f.o.b. Cleveland: 
Mixed paints, regular shades, best 
grade, $2.80 per gal. for 1 gal. cans. 
Outside white, $3 per gal. in 1 gal. 


cans. 
Turpentine in bbls., 97c.; less than 


bbis., $1.10 per gal. 
Linseed oil in bbls., $1.21; less than 
bbis., $1.31 per gal. Boiled, 2c. extra 


per gal. 

White lead, in 100-lb. kegs, 15%c. 
per lb.; in 50 and 25-lb. kegs, 15%4c. 
per Ib.; in 12%-lb. kegs, 16c. per. Ib.; 
in 500-lb. lots, 10 per cent discount; 
other prices are net. 

PICKS AND MATTOCKS.—Quite a 
few orders for spring shipment have 
been taken since the recent announce- 
ment of price. 

Jobbers quote f.o.b. Cleveland: 

Light pattern mattocks, $7.50 per 
doz. in doz. lots: railroad or clay 
picks, 6 to 7 Ib., $7.20 per doz. 

RADIO EQUIPMENT.—Sales of radio 
sets and parts have continued very 
heavy. Jobbers are now offering crys- 
tal sets at $1.75 each and expect a 
heavy demand for these in cities hav- 
ing broadcasting stations. There are 
reports that lower prices may appear 
shortly on tubes. 

ROPE.—This is in good demand for 
spring shipment and some spot orders 
are being placed. Prices are steady. 

Jobbers quote f.o.b. Cleveland: 

Rope, best grade manila, 23c. from 
stock; 22%c. from mill; second grade, 
2c. less. 

Sisal, lic. 
mill. 





from stock: l17c. from 
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$1.55; No. 3, sidewalk 


skates, 78&c. 
SCREEN DOORS AND WINDOWS.— 
A steady volume of orders is being 
placed for spring shipment. Prices are 
firm. 


SHOVELS.—Sales of shovels for spring 
delivery have been only fair since 
prices were named recently. 


Cleveland jobbers quote: 

Fourth grade shovels, full bundles, 
$10.75 per doz.; less than full bundles, 
$11 per doz. 


SLEDS.—The holiday trade has re- 
sulted in a heavy demand for sleds, but 
orders are now falling off. 


STOVE PIPE AND ELBOWS.—New 


prices have been announced on stove 
pipe and elbows which represent a 5 
per cent reduction. 


Jobbers quote f.o.b. factory: 

Stove pipe in crates of 25 joints, 
Security blued, 28 gage, 3 in., $3; 
4 in., $3.16; 5 in., $3.37: 6 in., $3.60; 
7 in., $4.20. 

Elbows, Security blued, corrugated, 
28 gage, 3 in., $1.02; 4 in., $1.14; 5 in., 
are 6 in., $1.38, 7 in., $1.88, all per 
(ozZ. 

Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystal, 33 in., $12.25 
per doz.; 30 in., $18 per doz.; 28 in., 
$15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood lined, oblong 
shape, 20 x 30 in., $1 per doz.; 24 x 
36 in., $16.50 per doz.; 26 x 32 in., $16 
per doz. 

Crystal boards, paper lined, square 
shapes, 24 in., $6.65 per doz.; 26 in., 
$7.25 per doz.; 28 in., $8.10 per doz.; 


children’s 


30 in., $9.65 per doz. 
Crvstal stove boards, paper lined, 
oblong shape, 18 x 30 in., $7.90 per 


$4.30 per doz.; 24 
x 30 in., 
$10.75 


doz.; 20 x 30 in., 
x 36 in., $10 per doz.; 26 
$10.50 per doz.; 28 x 30° in., 
per doz. 


WINDOW GLASS.—The demand has 
been good until recently, but shows 
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wrapped, 85 per cent off list; lights, 
oa paper wrapped, 85 per cent off 
ist. 

Putty, pure, in 12%-lb. lots, $6.75 
per cwt.; in 25-lb. lots, $6.50 per cwt.; 
in 100-lb. lots, $5.75 per cwt. Com- 
mercial grade, in 12%-Ib. lots, $5.25 
per cwt.; in 25-lb. lots, $4.25 per cwt.; 
100-lb. lots, $3.50 per cwt. Glaziers’ 
points range from 20c. to 22c. per Ib. 


STEEL SHEETS.—Although mills are 
trying to get somewhat higher prices, 
jobbers quote 28-gage galvanized 
sheets at $5.35 per 100 lb. 


WINDOW VENTILATORS.—tThe de- 
mand has continued good and stocks 
became badly broken but are now some 
better. 


Jobbers quote f.o.b. Cleveland: 

9-in. wood ventilators, Continental 
No. 937, $4.25 per doz.; No. 949, $5.65 
per doz.; 15-in. wood ventilators, No. 
1537, $5.65 per doz.; No. 1549, $7.25 
per doz.: metal ventilators, Diamond 
E, No. 02, $5.60 per doz.; No. 03, $6.40 
per doz.; No. 2, $6.40 per doz.; No. 3, 
$7.20 per doz. 


WIRE CLOTH AND POULTRY NET- 
TING.—The demand for spring ship- 
ment is fair. 


Jobbers quote f.o.b. Cleveland: 

Wire cloth, 12 mesh, black, $1.95 
per 100 sq. ft.; 12 mesh, galvanized, 
$2.50 per 100 sq. ft.; 14 mesh, $2.90 
per 100 sq. ft.; poultry netting 50 
per cent off list. 


WOOL TWINE.—Sales are light and 
prices unchanged. 


Jobbers quote f.o.b. Cleveland: 

Common jute twine, 15c. per Ib.; 
finished jute twine, 17%c. per Ib.; 
paper wool twine, 20c. per Ib. 


WRENCHES.—The demand is steady 
and prices are firm. 


Jobbers quote f.o.b. Cleveland: 

Trimo takes discount of 65 and 10 
per cent. Coes takes discount of 40 
and 10 per cent. 

Snap-On wrenches f.o.b. Pittsburgh, 

No. 50, radio and electrical set, ; 





ROLLER SKATES.—The heavy buying 
for spring shipment is over, but some 
orders are still being placed. 


Jobbers quote f.o.b. Cleveland: 
Union ball bearing, extension roller 
skates, 5 ‘i 


Window 


Nos. 4 and 5, $1.45: No. 6, cent off 


signs of slackening up. 

Jobbers quote f.o.b. Cleveland: 
brackets, single 
A and B, 8&5 per cent off list; same 
double, 86 per cent off list. 

Single AA 


glass, all 


paper 
list: 


wrapped, 85 per 


double AA paper 


No. 101, master service set, $15.25; 
No. 202 heavy duty set, $8.80: No. 
303, Ford master service set, $14.85; 
No. 404, flexible socket set, $8.75; No. 
505B, screw driver blades, $3.40; No. 
900 set, square socket, $3.70. All 
Snap-On wrenches less 40 per cent 
f.o.b. Pittsburgh. 





Old Hardware Salesman’s Advice 
By James McChesney Prickett 


The Travelers gathered in the lobby, 
Some in worn, upholstered chairs, 
That against the walls were tilted; 
Others stood beneath the stairs. 
Tobacco smoke above them curling, 
In twos and threes they’d drift apart; 
Some at jokes were laughing gaily, 
Others’ stories gripped the heart. 


Among the jovial and the serious, 
Sat a veteran of the road 
Who had known long years of travel, 
Who had known game’s heavy load. 
And by his side a youth who chatted— 
New on the road—of sales he’d made, 
And he spoke in boyish vigor, 
How “he’d lightly make the grade.” 


The old man shook his head a moment, 
Then in a quiet and gentle way, 
Said: “My boy, there’s many a lesson 

We must learn from day to day. 





Not in a day was Rome e’er builded, 
Not in a day we grow full wise, 

Up many stepping stones—and stumbles, 
E’er we can hope to land the prize. 


“We must grope through days of patience, 
Long for merchants learn to wait, 

Keep our tongues from useless wagging, 
And through work forget to hate. 

Keep our minds on game of selling, 
And ever to our word be true— 

And you'll find in serving others, 
Blessings will flow back to you.” 


The young man ne’er forgot the story, 
Oft to his comrades told it o’er, 

For he in turn became a veteran, 
Tried to live advice of yore. 

Let us strive through honor’s pathway, 
An endless chain—examples set, 

For the young men all around us, 
So they in turn will not forget. 
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The live hardware 
dealer says: 


oes) 


‘“And that’s not strange when 
you consider the way I have been 
handing out Christmas presents 
for the last fortnight. 


BOSTON a 
WOVEN HOSE & Good useful presents too; gar- 
RUBBER CO. den hose and tool chests and vac- 
Cambridge, Mass. uum cleaners and kitchen cabinets, 
seme teens es mostly things which make work 
BULL DOG, easier and pleasanter. 
GOOD LUCK 
and MILO ae , 
poi I ask you isn’t making people 
Good Luck Jar Rings love work a real job for a real 


Good Luck Hose Washers ‘ ats 
Bull Dog Friction Tape Saint 2 
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(,ood Demand for Hardware in Northwest 


Sales of Christmas Lines in Full Stride 


(Minneapolis office of HARDWARE AGE) 
USINESS conditions in the Northwest are contin- 
B uing to show improvement in many ways. 
tions are good, and holiday trade is rapidly reach- 
ing its full stride, at this time, a week before Christmas. 
The final rush of trade will doubtless take the totals well 
above what was expected earlier in the fall, for the year’s 
People in general have not yet found that they 
can buy as freely as they did a few years ago, and it is 
very probable that reckless buying will not return for 
Shoppers in the store, however, are 
more than just lookers, for they are very much in earnest 
about purchasing. There is a movement toward better 


business. 


many more years. 


ASH SIFTERS.—Sales are running at 
a good rate, with plenty of stocks on 
hand. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood ash 
sifters at $2, round metallic at $4 
and wood barrel at $6 per doz. 

AXES.—Demand has increased during 
the past month for axes, and prices are 
steady as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19 

BALE TIES.—The call for bale ties 
has shown some decrease with the clos- 
ing in of winter. The bulk of straw 
and hay baling in this section of the 
country has been completed. Prices are 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties at 70-10 2% per cent from lists. 

BATTERIES.—Every week sees addi- 
tional increases in the sales of batteries 
for radio purposes. The holiday trade 
in this line is very good. Stocks are 
difficult to keep up, and prices are 
steady and strong. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6 ignition 
type dry cells, case lots, 29c each; 
Radio ‘‘B”’ batteries, unit package 
quantities, No. 766, a each; No. 
764, $1.14 each; No. $2.44 each, 
No. 772, $2.44 each; No. 770, $3.09 
each; “Cc” batteries, No. 771, 39c. 
each 

BOLTS.—The market is somewhat 


unsettled on bolts at the present time, 
although no changes have been an- 
nounced by the jobbers. Stocks have 
been graded down for the last of the 
year, and call is rather slow. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists. 


BRADS.—Sales show a falling off due 
to the light operations in the building 
lines. Stocks are in good condition, 
with prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 

COASTER WAGONS.—Holiday trade 
is taking a very fair amount of coaster 
wagons. Stocks have been filled for 
this trade, and prices are holding firm. 


We quote from jobbers’ stocks, 


Collec- 
business. 


the year. 


f.o.b. Twin Cities: Auto wheel coaster 
wagons, No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.02 each; No. 63, 
$7.22 each. Overland coaster wagons, 
50 per cent from factory lists; all 
steel coaster wagons, 50 per cent 
from lists. 


DAMPERS.—Sales have dropped off to 
some extent, most heating plants hav- 
ing been put into commission in this 
section of the country. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron wood 
handle 6-in. dampers at $1.40 per doz. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Sales are light, as 
construction work has been closed down 
for the present. Repair work also has 
decreased. Stocks are heavy enough 
lu care for the demand, and prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 


joint, single bead, 5 in., 29 ga., at 
$5.25 per 100 ft.; 3 in, 28 ga. conduc- 
tor pipe, $5.00 per 100 ft.; 3 in. con- 


- ductor elbows, $1.55 per dozen, net. 


FIELD FENCE.—Stocks are in good 
condition, with call lighter than for 
some time in a retail way. Prices show 
no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. hog fence 
at $40.18 per 100 rods. 

FILES.—Sales on files have kept up 
well all during the fall. Stocks are 
well assorted, and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files, 50 per cent: second grade of 
ae 60-10 per cent from standard 
sts. 


GALVANIZED WARE.—Demand is 
fair, with good stocks on hand. Prices 
are steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. Il 
galvanized tubs, $6.40; No. 2, $7.15; 
No. 3, $8.40; heavy galvanized tubs, 
No. 1, $12; No. 2, $13.25; No. 3, $14.50; 
standard galvanized pails, 10-at., 

12-qt., $2.40; 14-qt., $2.75; 
qt. stock pails, $4.50, and 18-qt., $5.25 

per doz. 

GLASS AND PUTTY.—The run on 
this class of materials has been very 
good during the past few weeks. Colder 
weather has increased the sale to a 
degree very gratifying to the mer- 
chants. Stocks have been kept well 
filled and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 


classes of merchandise also that marks the improvement 
in general conditions. 

Jobbing houses have practically completed their year’s 
There are some last minute rush orders to be 
filled, but for the most part inventory and salesmen’s 
conferences are the things which are engaging the atten- 
tion of the officers in the wholesale places. 
are beginning to shape their stocks toward inventory, and 
many of them have started the process. 
left very much as they have been, until after the first of 
There are in the offing some changes on several 
items, but these have not been announced by the jobbers, 
they preferring to wait until after Christmas. 


Retailers also 


Prices are being 


83 per cent, 
85 per 


single strength glass, 
and double strength glass, 
cent from list. Strictly pure putty 
in 50 lb. drums, $5.05 cwt., and in 25 
lb. drums at $5.30 cwt. 
HAMMERS AND HATCHETS.—Tools 
have been very much in demand for the 
holiday trade. The idea of giving this 
class of merchandise for presents has 
grown more popular in the past few 
years. Stocks have been well filled for 
the trade, and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
$11.40 per doz.; Plumb HF'81, $10.50 
per doz.; Riverside No. 611%, $12; 
Plumb Broad Hatchet No. 2, $14.45 
per doz.; Plumb shingling No. 2, 
$11.20 per doz.; Plumb claw No. 2, 
$12.50 per doz. 

LANTERNS.—With the shortest days 
of the year upon us, the call for lan- 
terns has been good. Stocks are well 
filled, and prices steady and strong. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
—_ ; Fae, «4 lanterns No. 210, $7.75 

40, $12. per doz.; 
No. 130. Midget vehicle lanterns, $17 
per doz. 
MILK CANS.—There is a steady mar- 
ket for milk cans, with stocks in good 
condition. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans, $2.55 each; 8-gal., $3.10 
each, and 10-gal., $3.25 each. 

NAILS.—Nails have not been selling 
as rapidly as when building was in 
progress. Stocks have been graded 
down for inventory. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.35 per keg, base, and 
cement coated wire nails at $2.85 
per keg, base. 


OIL HEATERS.—tThere is still a very 
good demand for oil heaters. The use 
of this device for the cold corners in 
the home has grown. Stocks are in good 
condition, and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt. capacity, No. 12, oil heat- 
ers at $2.66, and nickel polished steel, 
4-qt. capacity, No. 016, at $5.32 each. 

PAINTS AND WHITE LEAD.—De- 
mand for paints is at a low point in 
this section of the country. It is 
thought that after the holidays there 
will be an increase in the call for in- 
side finishes. Spring stocks will begin 


Reading matter continued on page 60 
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Service from Sea to Sea 


R N° matter where you live, a Richards-Wilcox branch is 


not far distant. It is there to provide you with infor- 
‘‘Stidetite”’ Garage Door! can best serve the user. We wish you would look on this 









mation regarding R-W products and the way in which they 


Resear othce as your ofice—and make free use of the intelligent, 

arn Door Hangers. 

Siintiiatihiese whole-souled SERVICE which its staff stands ready to give. 

AiR -Way Multifold If you are an architect or builder, more satisfactorily serve your cus- 
Window Hardware. R-W SERVICE can assist you in tomers and thus add to your profits 

ome eenes and| planning more modern window and prestige. 


iad installations or in devising a better ‘a ee — ae 
Mounted Grindstones. means of hanging house, garage, e, of the Richards-Wilcox organization, 


‘‘Ideal’’ Elevator Door barn, fire and elevator doors. If 7% not content to merely make and sell 


Hardware. quality hardware. We want to help the 
youatea manufacturer, R-W SER- entire nation to make the best use of prod- 


VICE will solve your conveying, ucts which are recognized as the best of 
Automatic Fire Doors hre prevention and door hanging their kind. That is why we maintain from 


and Fire Door Hardware. problems. Or if you are a dealer, sea to sea a SERVICE which is yours with- 
R-W SERVICE can help you to out cost or obligation. 


OveR - Way Conveying 
Equipment. 
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to move very shortly after the first 
of the year also. Prices are unchanged. 


We jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.80 per gallon; second 
grade house paints, $2.10 per gallon; 
best white lead, $13.83 cwt. 


PYREX OVENWARE.—Holiday busi- 
ness in this line has been very fine, the 
use of this line of merchandise as gifts 
having been brought to the attention 
of the public. Stocks have been well 
filled for the holiday trade. Prices are 
steady and strong. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casse- 
roles, $1.33; No. 197, $1.17; No. 203 pie 
plates, 50c.; No. 210, 67c.; No. 212 
bread pans, 60c.; No. 231 utility pans, 
67c.: No. 12 tea pots, $1.67; No. 24, 
$2, and No. 36, $2.33 each, net. 

REGISTERS.—The greatest sales of 
registers are over for the fall. Oc- 
easional calls for repairs and for the 
finishing of new homes still are re- 
ceived. Stocks are well assorted, and 
prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers 
at 40 per cent from standard lists. 

ROPE.—Stocks of rope are in good 
condition, spring shipments being in 
the offing. Sales at present are com- 


quote from 


paratively light. Prices show no 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades ma- 
nila rope at 23l%c. per Ib., base, 


and best grades sisal rope at 17%c. 


per lIb., base. 
SANDPAPER.—Retail sales have been 
fair, with good stocks from which to 
draw. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1, 
per ream, $5.85; second grade No. I, 
ream, $5.25; Garnet paper No. 1, 


per ream, $16.50 
SCREWS.—Holiday work has taken a 


fair retail amount of screws. Stocks 


are well assorted, and prices un- 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Flat head bright 
wood screws at 75-15 per cent; round 
head blued screws, 75-5 per cent; 
flat head brass screws, 70-10 per 
cent: round head brass screws, 65-10 


per cent, and machine screws, No. 
4 and larger, 70 per cent from stand- 
ard lists. 
SIDEWALK SCRAPERS.—Retail 
sales of this article have increased 


rapidly with the snow and thawing 


Only Charged for Railroad Trans- 
portation 


Summarizing the criticisms of these 
experts it may be said that the com- 
mission has assumed that with the ex- 
ception of the actual sums paid the 
railroads for carrying the parcel post 
very little additional expense is allo- 
cated to that branch of the service. In 
other words, the commission has pro- 
ceeded upon the theory that post of- 
fices, city terminals, city and rural 


free delivery, etc., would have to be 
maintained regardless of the parcel 
post and would cost a certain sum 
which the addition of the parcel post 
would increase only by the amount paid 
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weather of the past week. Stocks are 
well filled and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s sidewalk 
scrapers at $4.75 per doz., net. 


SKATES.—The height of the skate 
season is here, and the sales have 
mounted rapidly. Opening of the mu- 
nicipal rinks in many cities has stimu- 
lated the demand for skates. Stocks 
are becoming broken, with prices un- 
changed. 
We 
f.o.b. 


from 
Cities: 


quote 
Twin 
1624, 


jobbers’ stocks, 
No. 1624, 84c.; 

. No. 524%, $1.31; 
No. 424%, No. 524%L, $1.57; 
No. 424%L, $2: Nestor Johnson 
hockey, aluminum, $7.25, nickel, $8.25 
per pair, net. 

SNOW SHOVELS.—As with the item 

above, there have been very good sales 

of shovels. Weather conditions have 
been such that there has been a real 
need of them. Stocks are in good con- 
dition, and prices unchanged. 
We quote from jobbers’ 
f.o.b. Twin Cities: Straight handle 
wood snow shovels at $4.85: steel 
blade, straight handle at $4.80, and 
galvanized steel blade D handle at 
$11 per doz., net. 


SOLDER.—The price of solder has re- 
mained unchanged for two weeks, with 
stocks heavy enough to care for the 
demand. Sales are light. 


We quote from jobbers’ 
f.o.b. Twin Cities: Warranted 
and half solder, 37c.; strictly 
and half solder, 35c.; Dutch 
solder in 100 Ib. lots, 36c. per Ib. 


STEEL SHEETS.—Sales are 
with ample stocks on hand. 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.75 base (28-gage) and galva- 
nized steel sheets at $5.85 cwt. base. 


STEEL TRAPS.—Sales have been very 
good during the past few weeks in 


stocks, 


stocks, 
half 
half 
Boy 
net. 


light, 
Prices 


this line. Stocks were well filled, and 
prices steady as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0 steel 
game traps at $1.10; No. 1, $1.38; 
No. 1%, $2.44; No. 2, $3.36; Oneida 


Jump game traps, No. 0, $1.59: No. 1, 
$1.83; No. 1%, $2.81 per doz., net. 
STOVE BOARDS.—Call has decreased 
lately, as the greatest demand is, past. 
Sales are still fair, with ample stocks 
from which to draw. Prices show no 
changes. 

We jobbers’ stocks, 


quote from 
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f.o.b. Twin Cities: Crystallized stove 
boards in full crate lots, 28 x 28, 
$16.95; 30 x 30, $19.70; 36 x 36, $27.45 
per doz., net. 


STOVE PIPE AND ELBOWS.—Sales 
are letting down to some extent. Stocks 
are ample to care for the demand, and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28- 
gage 6-in. stove pipe, knocked down, 
at $15.40 per hundred; common iron 
corrugated 6-in. elbows at $1.35. 


TIN PLATE.—There is little interest 
at present in tin plate in this market. 
Stocks are well assorted, and demand 
is light. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b Twin Cities: Furnace coke, 
ICL, 20 x 28 tin plate at $14.25 per 


box, and IC, 20 x 28, 8-lb. coating 
roofing tin at $14.60 per box, net. 


WEATHER STRIP.—Calls for goods of 
this nature have been very good this 
fall. Stocks are rather broken, and 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt 
weather strips, %-in., $1.85; %-in., 


$1.85, and 1-in., $2.60 per 100 ft. 
WIRE.—Sales of wire have been rather 
light during the past few weeks. Stocks 
are in good condition. There is no 
further change in prices. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: Barbed painted 
hog wire, $3.30 per 80 rod _ spool; 
barbed painted cattle wire, $3.09 per 
80 rod spool; galvanized hog wire, 
$3.52 per 80 spool; galvanized 
cattle wire, $3.30 per 80 rod spool: 
No. 9 smooth black wire, $3.35 cwt.; 
and No. 9 smooth galvanized wire, 
$3.80 cwt. 


WRENCHES.—In some _§ styles of 
wrenches there has been a good holiday 
business. The general trade is not 
buying as well as a few weeks ago. 
Prices are steady as quoted. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent from 
new lists; knife handle wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, 60 per cent. Snap-on 
wrenches in sets, Master Service No. 
101, $15.25: No. 202, $8.80; No. 404, 
No. 505B, $3.40, less 40 per 


. 50 radio and electrical set, $4; 
101 Master Service Set, $15,25; 
. 202 Heavy Duty Set, $8.80; No. 
303 Ford Master Service Set, $14.85; 


stocks, 


stocks, 


No. 404 Flexible Socket Set, $8.75; 
No. 505B Screwdriver Blades, $3.40; 
No. 900 Set square socket, $3.70, less 


40 per cent. 





(Continued from page 45) 


for its transportation by rail, ete. 

Of course, no private business insti- 
tution would make such calculations. 
The only way the cost of a department 
of a business can be accurately stated 
is to include therein an accurately de- 
termined proportion of the general 
overhead. 

This, it is said, has not been done in 
the case of the parcel post while other 
branches of the service, especially the 
second-class mail, have been loaded 
down with overhead not _ properly 
chargeable to them. 

The controversy concerning the pro- 
position to increase the postal pay 
throughout the service has divided the 
membership of the Senate and House 


Washington In formation 


into two groups. One contingent de- 
mands the passage of a bill providing 
flat increases for all postal employees - 
aggregating something like $68,000,000 
coupled with the enactment of some 
such measure as that recommended by 
the Postmaster General, while the other 
insists that the Administration’s policy 
of economy would limit increases in 
postal pay to deserving cases and es- 
pecially to employees working in the 
larger cities. These increases, it is 
contended, could be made at an expense 
to the general taxpayers of but a few 
million dollars, thus obviating the ne- 
cessity of demoralizing the business of 
the country by an upward revision of 
postage rates. 
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WHITOoO x 
The Easy Hardware 


The direction sheet packed with each set vives 
all the information anyone needs for installing 
Whitco Hardware on a single sash, pairs of 
sash, multiple sash in wide openings without 
mullions, or on transoms. 















































First, the hardware 1s housed into the Any carpenter—whether he is familiar with it. 


pone pe or not—can make a perfect installation with 
top and the bottom of the sash WHITCO, easier, quicker and more economically 
Next, it is screwed to the sash at both _ than with any other kind of hardware. 


top and bottom— 1 
P an Whitco Hardware takes the place of butts and 
Then, after it has been turned at right adjusters for swinging and controlling casement 
angles— sash and transoms. One size fits all sash and 
a ied each set may be applied to sash swinging either 
And the sash set into the opening— to the right or left. It is entirely self-adjusting. 


The only thing left to do is to attach 4 set of Whitco, the equipment for one casement 








the hardware to the header and sill. sash or transom, consists of two pieces—one for 
The little “ eo" ah aT a ol the top and one for the bottom of a sash, or one 
WHITCO makes it € little “movie above illustrates thes€ for each side of a transom. Both are identical 
easy and safe to clean Steps clearly. except that one is the reverse of the other. 
e outside of a case- 
within - Sangentat sia WHITCO is sold through the retail hardware trade only. 
In Solid Brass 2 « «+, « «© reas 
In Rust-proofed Steel. . . . . per set, 1.75 
| Hy ; LIAL 
Western offices: ALTIES Eastern offices: 
365 Market Street 636-642 Mass. Trust Bldgs 


San Francisco Boston 
Send gll inquiries to nearer Office 
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Prices Continue to Advance in Chicago— 


Demand Active for All Lines 


(Chicago office of HARDWARE AGE) 
A S is to be expected with the immediate approach of 
holiday week and the subsequent inventory time, 
there are no decided changes in the general market 


conditions in the Chicago district. 
sheathing also raised. 


jumping 4 cents per gallon. 


what temporary. 


Of course Christmas had much to do in the establish- 
ment of the very satisfactory demand for seasonable 


AUTOMOBILE ACCESSORIES.—De- 
mand continues to be good. No change 
in prices. 
We quote 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 465c. 
each; lots of 100, 4lc. each; Cham- 
pion Blue Box line, 53c. each; A. C. 
Titan, 58c. each; lots of 100, 56c.; 
A. C. Special Ford, 44c. each. 
Spot Lights.—Anderson, No. 3280, 
$6.50 each; Stewart, $5.67 each. 
Horns.—E. A. Electric (Ford), $4 


each 
No. 46, $2.50 


from jobbers’ stocks, 


Jacks.—Reliable Jacks, 
each; in lots of 10, $2.25 each; Ajax, 
No. 6. 90c. each; National Standard, 
No. 21, $1.20 each. 

Pumps.—Rose, 1\4-in. 
each 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 


cylinder, $1.55 


Tires and Tubes.—30 x over- 
size cord tires, $10.45 oF regular 
cord, $8 each; gray inner tubes, 30 
x , $1.20 each; red inner tubes, 
30 x 3%, $1.50 each. 

AXES.—No price changes. Sales are 
good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 


bitted unhandled axes, 3 to 4-Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BOLTS AND NUTS.—Manufacturers 
have made a 10 per cent advance, but 
there has been no charge in jobbers’ 
prices yet. 


We quote from jobbers’ 
f.o.b. Chicago: Carriage bolts, 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—tThere is 
a fine volume of orders for spring de- 
livery. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.67 per doz. pair; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, $3.63 per doz. pair; heavy steel 
bevel inside sets, case lots, $7 per 
doz.; steel bit-keyed front door sets, 
$1.90 per set; wrought brass bit-keyed 
front door sets, $3.25 per set; cyl- 


stocks, 
cut 


inder front door sets, $7.50 per set. 


CHAIN.—Sales are light. 


Prices un- 


Copper rivets took the 
advance that was predicted for them and red rosin 
Linseed oil, after pausing last 
week in its steady advance, made up for lost time by 
All other prices are decidedly 
firm and advances may be looked for in several other 
items, the only exception being a tendency at present for 
slightly lower prices in competitive lines of galvanized 
tubs and pails, a situation that is looked upon as some- 


will permit. 


near future. 


merchandise, but there has also been a steadily increasing 
volume of future orders for spring delivery. The future 
business in builders’ hardware has been especially large 
and it is confidently expected that, just as soon as weather 
conditions permit in the spring, there will be considerable 
building activity. 

The continually increasing demand for steel in this 
district has had a stimulating effect on business and 
steel mills are now operating at approximately 80 per 
cent capacity, which is about as high as mill conditions 
Pig and scrap iron have advanced again 
and further raises in steel sheets are looked for in the 
It is reported that the mills are sold up 


well through the first quarter of next year. 


changed, but quite strong. Possible 
advances in sight. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: %-in. proof coil chain, 
$8.50 per 100 lb.; Tenso, Bull Dog and 
Brown coil chains, 50-10 per cent dis- 
count; No. 00-4% electric welded cow 
ties, $2.75 per doz. 
CLIPPERS, HORSE AND SHEEP.— 
Sales on clippers are slow. There is a 
noticeable falling off in sales from year 
to year, due undoubtedly to the in- 
creasing use of automobiles and trac- 
tors. 


We uote 
f.o.b. Chicago: 
ping machine, $14 list; 
man power shearing machine, 


from jobbers’ stocks, 
Stewart No. 1 clip- 
No. 15 one- 
$25 


list; top plates No. 90 and No. 360, 
$1.50 each, list; bottom plates, No. 
99 and No. 361, $2 list. Dealers’ 
discount, 33% per cent. Stewart 
electric clipping machine. No. 85, 
pedestal type, $85 list; No. 900, 


shearing machine, $90 list, f.o.b. fac- 
tory Chicago, with 25 per cent dis- 
count to dealers. 


COPPER RIVETS AND BURRS.— 
There is a good demand. Prices are 
advanced, following a steady upward 
movement in copper. 

We quote from jobbers’ 
f.o.b. Chicago: Copper rivets 
burrs, 40 per cent discount. 

EAVES TROUGH AND CONDUCTOR 
PIPE.—Orders for spring delivery are 
in good volume. 


We quote 
f.o.b. Chicago: 
gutter, 5-in., 


stocks, 
and 


from jobbers’ stocks, 
Single bead lap joint 
$4.50 per 100 ft.; Cor- 
rugated conductor pipe, 3-in., $4.75 
per 100 ft.; Plain ridge roll, 1%-in., 
$4 per 100 ft.; Corrugated conductor 
elbows, 3-in., $1.36 doz. 
ELECTRICAL AND RADIO MER- 
CHANDISE.—While radio sales con- 
tinue to be exceptionally good, manu- 
facturers are catching up somewhat on 


deliveries. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Electrical Merchandise. — No. 14 


rubber-covered wire, $7.90 per 1000 
ft.: in 1000-ft. lots, $7.65; No. 18 lamp 
cord, $14.50 per 1000- ft.; in 1000-ft. 
lots, $13.75; %-in. brush brass key 
sockets, 19¢. each; two-way plugs, 
60c. each; in lots of 10, 49%c. each; 
one-piece attachment plugs, _ 138c. 
each; two-piece attachment plugs, 
12c. each: dry cells, boxes of 50 
a o each; less than case lots, 34c. 


ore adlo Supplies.—Radio B batteries, 


The money market is firm with a tendency toward 
somewhat higher rates, and collections are still good. 


No. 766, $1.40 each; No. 767, $2.62 
each. 

Battery Charge.—Apco line, in 
"= of less than 10, $13.50 each net. 


ubes.—( ‘unningham and R. C. A., 

$4 ‘ae Discount 25%. 
Loud Speakers.—Western Electric 
No. 522W, $9.50 list. Discount 30%. 


FIELD FENCE.—Prices are firm. De- 
mand is fair, considering the season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $29.70 per 
100 rods; 1948-6-14%, $45 per 100 rods. 


FILES.—Prices are firm. Sales are 
very good. 
We quote from jobbers’ stocks 


f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED PAILS, TUBS, CANS 
AND BASKETS.—In spite of the re- 
port that the Manufacturers’ Associa- 
tion at their recent New York conven- 
tion favored an advance in competition 
tubs and pails, there is a tendency in 
the Chicago market for slightly lower 
prices on these items. 


We quote from jobbers’ 
f.o.b. Chicago: Competition 
ized after-made water pails, 
riveted ears, 8-qt., $1.95 doz.; 
$2.20 doz.; 12-qt., 2 40 doz.; 
ized wash tubs No. $6.20 doz. 
2, $7 doz.; No. 3, $8.0 doz.; No. 8 
galvanized wash boiler, wood grip 
end handles, $13 doz.; 1-gal. tin 


stocks, 
galvan- 


breast galvanized kerosene can, $2.25 
doz.; 1-bu. galvanized baskets, $6.50 
doz.; l%-bu., $8.25 doz.; 5-gal. gal- 


vanized oil cans, galvanized breast, 
7.25 doz.; perpendicular corrugated 
light galvanized ash cans, with cover, 
No. 55, $15 per doz.; No. $17.50 
doz. ; No. 77, $20 doz.; Heavy galvan- 
ized after-made No. 171, $32. 40 rut ; 
No. 191, $37.25 doz.; No. 201, $44 
doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Orders for spring delivery 
show some increase. 


We quote from _ jobbers’ 
f.o.b. Chicago: Garden hose, 
quality, molded hose, %-in., 
per ft.; %-in., 13c. per ft.; 
good quality, wrapped, %-in., 
per ft.; %-in., 12c. per ft.; 
good quality, ‘wrapped, %-in., 
per ft.; %-in., l4c. per ft.; '5-ply, 
er quality, wrapped, %-in., 9c. per 

%-in., lle. per ft. Lawn sprin- 
Sak, Rain King, $28 doz.; original 
fountain sprinkler, $8 doz.; ‘Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—Demand con- 
tinues good. Sales are reported to 


stocks, 
good 

10% c. 

3- Dive 
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equal or even exceed production. Prices 
firm. 


hy uote from jobbers’ stocks, 
f.0.b “Y Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength A, 34 to  40-in., 
bracket, 86 per cent discount; sin- 
gle strength A, all other brackets, 85 
per cent discount; double strength A, 
all sizes, 86 per cent discount. Putty 
—pure grades, $3.75 per 100 lb.; com- 
mercial, $3.40 per 100 Ib. 


HATCHETS.—Prices are firm but un- 
changed. Sales are fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 2 
shingling, $7.25 doz.; medium quality 
hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—Sales are 
fairly good. No change in prices. 


We quote from jobbers’ 
f.o.b. Chicago: First quality, 16-02. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinists hammers, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Sales are good 
and prices showing advancing tendency. 


We quote from jobbers’ 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


stocks, 


stocks, 


HINGES.—The demane@ is good. No 
change in prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; S-in., $2.70; 10-in., $4.30 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.56: 5-in., $1.66; 
6-in., $2.08; 8-in., $3.56; 10-in., .$5.10 


per doz. pairs. 


ICE SKATES.—The demand is very 
good. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp—Rocker, 
Men’s and Boys’, — finish, 75c. 
pair; Half Key lamp—Rocker. 
Women’s and Girls’, bright finish, $1 
pair; Key Clamp—Hockey, Men’s and 
Boys’, $1.20 pair; Half Key Clamp— 
Hockey, Girls’, $1.40 pair. 


LANTERN S.—Prices remain un- 


changed. Sales are in good volume. 


We quote from jobbers’ stoens, 
f.o.b. Chicago: Dietz D-Lite, 3 do 
with large fount, $14.25 doz.: Littie 


Wizard, $8.50 doz.; Blizzard, $13 d 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales are good. No 
change in prices. 


We quote from jobbers’ stocks, 


. : Enterprise No. 25, 
4-qt., $7.28 each; No. 31, 6-qt., $7.89 
each; No. 35, 8-qt., $8.67 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Spring orders are com- 
ing in in somewhat better volume. 
Prices unchanged. 


We quote from _ jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, 11l-in. wheels, $12.35 each; 
16-in., ball bearing, 4-kKnife, 10%-in. 


stocks, 


wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $8.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
oe ita 3-knife, 8-in. wheels, $5.85 
eac 


Grass Catchers. — Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, = 80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom 
canvas, for 18 to 21- in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 
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NAILS.—Sales are good. Prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.25 per keg base; cement coated, 
$2.55 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
and longer; $2.50 for shorter than 
1-in. 


OIL STOVES.—The volume of future 
orders for spring delivery shows a con- 
tinued increase. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list: 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 per 
cent discount. Lots of ten or more 
are subject to 30-5 per cent discount. 


PAINTS AND OILS.—After remaining 
dormant last week linseed oil takes a 
4c. jump. Other prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed | Oil.—Raw, barrel lots, $1.23 


per gal.; 5-barrel lots, $1.18 per gal. 
ieee Oil. — Boiled, barrel lots, 
om per gal.; 5-barrel lots, $1.20 per 
gal. 
Turpentine.—Barrel lots, 99c. per 


al. 
Denatured Alcohol.—Barre!l lots, 65c. 


per gal.; steel drum, extra $6, re- 
turnable. 

White Lead.—100-lb. kegs, $15.25; 
50-lb. kegs, ip 25-lb. Kegs, $4; 
12%-lb. kegs, $2.1 


Dry Paste. » ee lots, 74c. per Ib. 

Shellac.—(4-lb. goods) white, $3.50 
per gal.; orange, $3.20 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—December sales are 
exceptionally good. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

eS ete No. ee $12 
doz.; No. 168, $14 Pe No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles. Oval, No. 193, $12 doz.; 
No. $14 doz. 

Pie " Wekine to. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 


232, $14 doz. 
ROASTERS.—The demand is still good. 


No price changes. 


We —_ from jobbers’ 
f.o.b. Chica 

No. 76 blued, $10.75 per doz.; No. 
200, blued, $14. 40 per doz.; No. 11, 
blue enameled, $20.75 per doz.; ; No. 
‘1. blue enameled, $25.50 per doz.; 
No. 13, magnolia enameled, $28. 35 
per doz.: No. 43, magnolia enameled, 
a" 75 per doz. 

Black Beauty roasters and drip 
pons, three-piece, No. 10,°$9 per doz.; 


stocks, 


$11 per doz.; two- piece. No. 
a. _"k 57; No. 2, ag “4 No. 3, $3.93; 
, $4. 63; No. $5.27; No. 7, +. 27. 


Dein’ ‘pans, "33% sews manufacturer’s 
list. Ekco tin bread and cake pans, 
33% from manufacturer’s list. 
ROLLER SKATES.—There continues 
to be a good volume of orders for 
spring delivery. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates for 
boys, $1.40 per pr.; for girls, $1.50 
per pr. 
ROOFING AND PAPER.—No price 
changes, but some makers predict cer- 
tain advances for January, while strip 
shingles and Red Rosin have already 
gone up. A fair volume of business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best grade talc surfaced, $2.20 


No change in prices. 
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per square; medium talc surfaced, 
$1.60 per square; light tale surfaced, 
95c. per square; red rosin sheathing, 
$57 per ton. 


ROPE.—Future orders are coming in 
good volume. Rope is not as high as 
fiber advances justify. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 21%c. per I1b.; No. 2 
Manila, 20%c. per 1b.; No. 1 sisal, 
15%ec. to 16%4c. per lb.; No. 2 sisal, 
l4tec. to 15%c. per Ib. 


SASH CORD.—Prices unchanged. 
Business is good for this season. 


We quote from jebbers’_ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.55 per doz. hanks; No. 8, $12.10 
per doz. hanks. 


SASH PULLEYS.—Prices unchanged. 
The demand at present is only fair. 


We quote from jobbers’ 
f.o.b. Chicago: Common 
leys, 50c. doz.; barrels, 
Common Sense, 2-in., 60c. 
rels, 54c. doz.; No. 105, 
barrels, 48c. doz. 


SCREWS.—There is some rumor of an 
advance of prices in the near future. 


stocks, 
sash pul- 
54c. doz.; 
doz.; bar- 
52c. doz.; 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; round 


head blued, 76-10 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


SOLDER AND BABBITT METAL.— 
Prices remain unchanged this week, 
though tin and lead are still at very 
high levels. The demand is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanize d 
sheets, 5.50 per 100 Ib.; 28-gage 


_ black sheets, $4.50 per 100 ib. 
STEEL SHEETS.—Prices are 
firm, with a good active demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 13c.; 28 gage, ldc.; 26 gage, 
17c. per joint. Corrugated elbows, 30 
gage, $1.35; 28 gage, $1.50 doz. Gal- 
vanized coal hods, 17-in., $5 doz. 


TRAPS.—The season is_ practically 
over and prices remain unchanged. 


very 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.05 each; No. 
$2.20 each; 


1, $1.32 each; No. 1%, 
No. 2, $3.03 each. 


WIRE GOODS.—There is a good vol- 
ume of future orders on poultry netting 
and wire cloth. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.15 per 100 lb.; No. 9 galvan- 
ized plain wire, .$3.60 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.95 per 100 lb.; 80-rod 
spool galvanized hog wire, $3.43 per 
Polished fence staples, $3.70 
12-mesh black wire cloth, 
$1.90 per 100 sq. ft.; 12-mesh galvan- 
ized wire cloth, $2. 20 per 100 sq. ft.; 
14-mesh bronze wire cloth, $6.25 per 
100 sq. ft.; galvanized poultry net- 
ting, 55-5 per cent discount, galvan- 
ized after poultry netting, 50-5 per 
cent discount. 


WRENCHES.—Prices remain un- 
changed. Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
40-10 per cent discount; engineers’ 
wrenches, 25 per cent discount; Still- 
son, 70 per cent discount; Trimo, 65- 
10 per cent discount. 

Snap-On Wrenches. — Radio and 
electrical set, $4; o. 101 Master 
Service Set, "$15. 25; No. 202 Heavy 
Duty set, $8. 80; No. 803 Ford Master 
Service set, $14. 85; No. 404 Universal 
Socket set, $8.75; No. 505-B Screw 
Driver set, $3.40; No. 900 Square 
Socket set, $3.70. All Snap-On 
wrenches less 40 per cent discount. 
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Both Hot Air and Hot Water 
Heating Systems Used 


Automitic Ventilation. Moisture 
and Heating Regulation. RELIABLE 
dealers find the Reliable Incubators 
most satisfactory and profitable to 
sell for several reasons: 1: Our com- 
plete line of various sizes, both heat- 
ing systems, to meet every need. 2: 
Best materials, construction and 
workmanship. 3: Ease of operation 
and possessing every convenience of 
modern incubation. 4: Maintains a 
positive uniformity of temperature 


ir gr 


with a constant even circulation of j; 


pure, fresh air. 5: Correct heating and 
hatching temperature and moisture 
in all climates. 6: Double enclosure 
heating system utilizes heat from 
lamp in two ways—an absolute guar- 
antee against sudden chills. 7: Has 
an abundant nursery space. 





Se } 
RELIABLE Standard 
Blue Flame Hover 


The Leader of them all. A wick- 
less, oil heated Colony Hover. 1925 
pattern made to meet 
every demand of poul- 
trymen—largeorsmall. 
Fully explained in the 
Reliable Sales book. 
An unusual seller. 


RELIABLE 







using our own brooder stove with im- 
proved feed pouch, increasing coa! capa- 
city. Burns both hard and soft coal with 
equal success. Accurate and dependable 
heating regulation. Self c ing. No 
clogging. Self ventilating canopy, main- 
taining pure, fresh, warm air, insuring 
healthy chicks. The Dealer’s Favorite. 

Our RELIABLE Incuba- 
tors, Brooders, Hovers, Poul- 
try Appliances and Fix- 
tures are backed by our 
positive guarantee. 

43 years at it 

Write tonight for the 
AS | Sales Book, 
Dealer T and Prices. 


Your no oon ogg will be 
greatly helped by our 
literature. 


43 RFLIABLE INCUBATOR & BROODER 
~ | 2306 Chestnut St. QUINCY, ILL, ty 
Reliable Because right 





J W Myers, Pres. 
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HARDWARE AGE 





OBITUARY 





C. T. Stevens 


Clarence T. Stevens, a well known 
Franklin, N. H., retail hardware dealer 
and a past director of the New England 
Hardware Dealers’ Association, died 
Monday, Dec. 15. Funeral services 
were held the following Wednesday. 





C. E. Hildreth 


Charles E. Hildreth of Charles M. 
Hildreth & Son, Lebanon, N. H., one 
of the oldest and best known retail 
hardware dealers in New England, 
died at his home Wednesday, Dec. 17, 
as a result of a shock suffered the pre- 
ceding Thursday. Mr. Hildreth was 
a former director of the New England 
Hardware Dealers’ Association. Fu- 
neral services were held Friday, Dec. 
19. Representatives of the Boston 
wholesale hardware trade attended the 
services. The New England Hardware 
Dealers’ Association was represented 
by H. A. Woodward, Spencer Hard- 
ware Co., Keene, N. H.; R. E. Lewis, 
Lebanon, N. H., and R. F. Dillingham, 
Woodstock, Vt. 


John H. Steineck 


John H. Steineck, hardware and im- 
emg: eae dealer, Bremen, Ind., died at 
is home on Nov. 25 at an age of over 
seventy-two years after a long illness 
of chronic nephritis, with pneumonia 
as the immediate cause of his death. 

Mr. Steineck was an oldtimer in the 
hardware business, having started his 
career about the year 1871 with C. C. 
Snyder, hardware dealer, Canton, Ohio. 
After a number of years of training 
and experience with Mr. Snyder, he 
accepted a position with John Kime, 
hardware dealer, Louisville, Ohio. He 
remained there until 1886, when he 
purchased the Gerber hardware store 
at Bremen, Ind., where he remained in 
business continuously for almost thirty- 
nine years. Mr. Steineck was a man 
of unusual energy and vitality, and de- 
voted more than a usual amount of 
time and attention to his work. He 
truly liked the hardware and imple- 
ment lines and saw more than fifty 
years of service at this business. 
The surviving members of his family 
are his widow and two sons, Frank E 
and Walter J. One son, Oscar A., who 
was active in the earlier years of his 
business and had much to do with its 
development, died in 1911. The re- 
maining sons of Mr. Steineck expect 
to continue his business. 


John A. Gowan 


John A. Gowan, Sault Ste. Marie, 
Mich., hardware merchant, died re- 
cently at the age of 54 years. Mr. 
Gowan had been a resident of the Soo 
for 47 years. He started in the hard- 
ware business in 1900 with A. F. Pick- 
ford, under the name of Gowan & Pick- 
ford. The firm name was later changed 
to Gowan Hardware Co. Though born 


in Ontario, Canada, Mr. Gowan was a 





veteran of the Spanish-American War. 
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Catalogs Received 


American Ring Co., Waterbury, 
Conn., has issued a booklet on Ringco 
bathroom fixtures, said to be con- 
structed entirely from brass, finished 
either in nickel plate or white enamel. 

This catalog is very attractively 
printed with four color process engrav- 
ings and is protected by a cover of un- 
usual design. The entire line of sixteen 
Teddler Toys is described and illus- 
trated and an explanation of the new 
drop shipment method of distribution, 
whereby dealers can purchase these 
_— in small quantities, given in de- 
tail. 





Heavy Duty Reel 
Made by Shakespeare 


The Shakespeare Co., Kalamazoo, 
Mich., has produced the Hercules new 
level-winding reel, especially designed 
for the exacting demands of muskel- 
lunge and salt water fishing. It is 
said to be constructed with careful 





accuracy and precision. The drag is 
convenient in operation and when set 
operates only when the line runs out. 
It will release when the line is being 
reeled in, and is said to come into 
action automatically when the game 
fish start to run off. 

The heavy double crank handle has 
large convenient hand grips. The line 
distributing carriage has an extra long 
bearing on the level winding screw. 
The Hercules has a capacity of 200 
yards of line. 


du Pont Paint Convention 
December 29-30 


The Paint and Varnish Division of 
E. I. du Pont de Nemours & Co., Inc., 
Wilmington, Del., will hold a sales con- 
vention at the Philadelphia works, Dec. 
29 and 30. This will include trade 
salesmen connected with the Philadel- 
phia and the Everett, Mass., offices of 
the paint and varnish division. 

A convention of Western salesmen 
will be held at the Chicago Varnish 
Works, Jan. 5 and 6. 





Enters Retail Field 
Ralph G. Fuller, who has been in 


the shoe manufacturing business at 
Alton, N. H., is to engage in the retail 
hardware business on Main Street, 
Hudson, Mass., under the firm name of 
Fuller Hardware Co. 
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Veewnlions Of a Cullery SileLMiii 
More Varieties in Cutlery Patterns 


By JOHN CASSIN—A Man Who Knows 








F you will select knives for specific purposes and vocations, and will carry 
the reasons which prompted the selections into your show case, so the pub- 
lic can see the reason for the patterns displayed, cutlery sales will be easy 

and profitable. On the following pages you will find two cutlery charts that 
will prove invaluable in assisting you in the selection of your cutlery stock. 
These, together with the chart that appeared last week, should be kept avail- 


able for ready reference. 








knives are typically American. They are designed 

for service. Probably because poor workmanship 
and quality quickly come to light in these patterns, 
foreign makers have not been able to successfully com- 
pete for the American jack and specific purpose knife 
business. 

In all countries there are merchants who will buy 
the best of everything and notwithstanding there is 
a comparatively limited sale for jack and sportsmen’s 
patterns of pocket knives in Germany, Switzerland 
and Italy, other than for crudely made single bladed 
knives, such as are used by workers in forest, orchard 
and vineyard. During one of my European trips 
prior to the war, made principally in the interest of 


J “cnive and specific purpose patterns of pocket 








display used by the company. 








AM Os LOVIN T Br 
see VHIAWits 





HIS Window display increased the cutlery sales of John H. Westerman, 
Walden, N. Y., between 300 and 400 per cent. 
Company states that this display attracted more attention than any previous 


safety razors, I had the pleasure of selling a few 
American made jacks and specific purpose knives to 
some of the best retail merchants in Munich, Vienna, 
Geneva and Milan. 

I purposely emphasize the value of American made 
jacks and specific purpose patterns, and mention the 
incident of selling these patterns to foreign merchants 
with the desire to put the spotlight on many of the 
few patterns of foreign origin offered in this market. 
These patterns are intended for light usage—they are 
not subjected in the same degree to the Service Test— 
hence often pass muster without complaint. 

In the groups of knives illustrated on the accom- 


(Continued on page 6S) 
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“Serpentine Jack” 


“Balloon Jack” 





“Equal End Octagon” 


Cutlery Pattern Chart 
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“Straight Jack” 





“Large Serpentine 
Jack Capped” 


“Wilson Stabber” “Equal End” 





“Babcock Swell Centre” 





“Ranchero” 
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Cutlery Pattern Charts 











ad 


“Corn Knife’ 











“Office Knife” “Wright Norfolk Cattle” “Shadow Budder’’ “Straight Physician” 





“Cotton Knife” “New Haven Gun Stock” “Big Tickler” 





“Perfect Cattle Knife” “Small Pruner” “American Dirk” 
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“HAMMER 
BRAND” "\S2 
MARY 


POCKET KNIVES 


Our best Advertisement is our 
Product. 


“Hammer Brand” Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
ing unhurriedl ani - old-fash- 
ioned plan o first. In 
“Hammer Brand” , - & you - 
the essential that makes rr 
knives possible—S KILLED 
WORKMANSHIP. — 


Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 
. Helps we supply. 





NEW YORK 
KNIFE CO. 
Walden, 


New York 
U.S.A. 

















CHRADE ()AFETY 
_ Pash Button Knife 


Break 
Birealting pf 


Sure to seli on sight. 
Absolutely safe in pocket and in use 
or convenience you can’t beat it 
Easily operated with one hand. 
The Tif te Ae tilel Mele a ¢ Mitel Melthaces se 
ou can't afford .o be without it. 


Schrade Cutlery Co. 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. ¥. N.Y. 
Main Office: Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 








More Varieties in Cutlery Patterns 


(Continued from page 65) 





panying charts, are patterns especially suited for 
miners, mechanics, farmers and others having con- 
stant use and need for serviceable knives. 

Most of these patterns are obtainable with patent 
stag, ebony, cocobolo and celluloid coverings. Patent 
stag is the popular covering, yet many workmen prefer 
the smooth ebony and cocobolo coverings. 

Boys’ patterns and the lower priced jacks are mostly 
“Easy Openers,” Common Barlows, Straight Jacks 
and Boston Bogy patterns. 

Good knives for miners, mechanics and farmers 
are Babcock Swell Centre, Equal Enders, Balloon 
Jacks, Large Serpentine Capped, large size “Jack 
Capped” and Wilson Stabbers. 

The sale of cattle and stock patterns is sectional, 
though I have seen some of each sold as far east as 
Pennsylvania. Cattle patterns with punch blades are 
good patterns for farmers, while some stock patterns 
find favor with sportsmen. Sportsmen’s patterns are 
Lock Dagger, Slim Serpentine, American Dirk and 
Big Tickler. Additional patterns that can be included 
within the Sportsmen’s classification are New Haven 
Serpentine, New Haven Gem Stock, and Everett Ser- 
pentine. 

While patterns like Carboa Serpentine, Turkish 
Jack and Ranchero carry with their names the sug- 
gestion of localized sale, one or two of these patterns 
would stick out and brighten up some assortments 
I have seen and possibly in every community there 
are some that these suggestions of “other lands” 
would interest. 

The “Hard Rider” and Leatherneck who enjoy 
their copies of Stevenson and the “Tenderfoot” back 
East whittling his stick with a “Carboa Serpentine” 
are appealing humanizing elements. 

The purpose and use of the other patterns are 
covered by their designation. 

Please—don’t attempt to buy or sell knives of these 
patterns at “a price.” Many of us in the business 
have put too much emphasis on price, whereas we 
should constantly feature Purpose, Quality, Service, 
at a fair price. 





Zz 





NE of the first things required of a retail 

() or wholesale hardware salesman who 

sells cutlery, is that he knows how to cor- 
rectly sharpen a pocket knife. 




















Every customer for a knife is a cus- 
tomer for the 






Display them with 
your cutlery! 


ACE HARDWARE 
MFG. CORP. 


Philadelphia 
Chicago San Francisco 
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Inventorying for the New 


Income Tax Law 





By Elton J. Buckley 


proper procedure under the new income tax law 

for the owner of a stock of merchandise that has 
in fact depreciated in value, who is making up an in- 
ventory containing such depreciated stock? Since it 
shows a loss, he has a right to the benefit of that loss, 
so to speak, in calculating his income tax. Must he 
wait, however, until he sells it, thus fixing the loss 
definitely, or is he permitted to estimate its value and 
use that figure in the inventory? 

I have a copy of the new regulations under the new 
act, and find that the rule is very clearly set forth. It 
may be interesting to observe that the Government’s 
original attitude toward this question was that no loss 
could be claimed until the sale had actually been made 
and the loss thus settled and fixed. They still maintain 
this attitude toward the sale of certain kinds of assets. 
The argument was—and it had a lot of logic in it— 
that any article which a merchant or manufacturer 
made of the value of depreciated merchandise must al- 
ways be a mere guess, and if he subsequently sold the 
article for a different figure, his report would be wrong 
and would have to be checked up and corrected. Mul- 
- tiplying this by the millions of taxpayers who would 
follow that method, you would get a degree of con- 
fusion almost overwhelming. 

However, the Government finally adopted the plan of 
allowing the owner of a stock of merchandise to use 
either of two methods in taking account of depreciated 
items and this is the plan to be used under the new 
income tax law. He may include all his merchandise 
at its cost, without regard to the depreciation that 
may have occurred. Naturally if the selling price, 
when the goods come to be sold, is less (or more) than 
the cost, an adjustment can be made. Or, second, if 
there has been depreciation, he can use the “market 
price,” which means the net return to the owner after 
the sale is made, not the gross return. For instance, 
I quote from the regulations: “Any goods in an inven- 
tory which are unsalable at normal prices, or unusable 
in the normal way, because of damage, imperfections, 
shop wear, changes of style, odd or broken lots, or 
other similar causes, should be valued at bona fide sell- 
ing price less cost of selling.” 

Such goods must be given a reasonable value, taking 
everything into consideration, but of course the value 
can never be less than the scrap value. 

It is often very hard to know what the selling price 
of depreciated merchandise would be. Sometimes a 
thing at the moment has no selling price because it has 
no market. The Government expects the taxpayer to 
make some effort to learn the selling price, and not 
just guess at it. In one part of the new regulations 


Tw question has been referred to me what is the 


the Government says: “Bona fide selling price means 
actual offering of goods during a period ending not 
less than thirty days after inventory date.” 

When the taxpayer elects to inventory his depre- 
ciated goods at the “market,” he comes under this rul- 
ing: “For normal goods in an inventory, ‘market’ 
means the current bid price prevailing at the date of 
the inventory for the particular merchandise in the 
volume in which usually ‘purchased by the taxpayer. 
* * * When no open market exists or where quota- 
tions are normal, due to stagnant market conditions, 
the taxpayer must use such evidence of a fair market 
price at the date or dates nearest the inventory as may 
be available, such as specific purchases or sales by the 
taxpayer or others in reasonable value and made in 
good faith.” If goods are literally unsalable, then the 
taxpayer would have to guess at their value the best 
he could. 

Naturally the market method of inventorying goods 
can be made an instrument of the grossest fraud, 
therefore the Government makes it very plain in the 
regulations that they may come down on you at any 
time and check up your sales of alleged depreciated 
merchandise. 

Then the Government has another plan which is sup- 
posed to be used by retail merchants particularly. This 
is the regulation as to that :— 

Retail merchants who employ what is known as 
the “retail method” of pricing inventories, may 
make their returns upon that basis, providing 
that the use of such method is designated upon 
the return, that accurate accounts are kept, and 
that such method is consistently adhered to unless 
a change is authorized by the Commissioner. Un- 
der this method the goods in the inventory are 
ordinarily priced at the selling prices, and the 
total retail value of the goods in*each department 
or of each class of goods is reduced to approximate 
cost by deducting the percentage which represents 
the difference between the retail selling price and 
the purchase price. This percentage * * * should 
represent as accurately as may be the amount 
added to the cost prices of the goods to cover 
selling and other expenses of doing business and 
for the margin of profit. 

If I were the owner of a lot of depreciated mer- 
chandise I should make what inquiries I could as to 
what it would probably sell for, if I wanted to sell it, 
and should use a figure based on the information ob- 
tained as to inventory value. 

(Copyright, Dec., 1924, by Elton J. Buckley, Esq., 
Counsellor-at-law, 643 Land Title Building, Philadel- 
phia, Pa.) | 
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Thoughts on Retailing 


(Continued from page 44) 


tc ride two horses when, in the nature of the case, 
these two horses will not trot side by side. 
% * * 

If a hardware man wishes to do a heavy hardware 
business and also wishes to sell cutlery, house furnish- 
ing goods, electrical supplies and other light house- 
keeping articles, the best thing he can do is to conduct 
two separate stores in his town, one store to sell heavy 
hardware and the other store to sell these lighter lines. 
Each store should make a specialty of their own par- 
ticular business. In other words, the way to compete 
with the retail druggist in selling all kinds of Yankee 
notions is to place a store on the opposite corner, domg 
business on exactly the same principles he does. This 
store would also sell five and ten cent goods, have 
goods displayed on tables and in baskets, have excellent 
show window displays, have bright lights, good clerks 
and, in fact, make the same appeal, or a more attrac- 
tive appeal, to the buying public as the retail drug 
stores, five and ten cent stores, etc. 

* * * 

However, after all, the real solution of the hard- 
ware problem in many a town is the consolidation or 
at least, a partial consolidation, of the various old line 
retail hardware stores in the town. There is a certain 
class of business these old line hardware retailers have 
been steadily losing. They know this. They must 
see it. They must see the increasing sales of the other 
stores on these lines. They must see in many cases 
the attractiveness and brightness of these other stores 
and compare this attractiveness with the dinginess of 
their own stores. If the hardware man does not see 
this, a good many of the passing public do. In the 
nature of the case, a good many hardware stores look 
like old junk shops compared with modern and up-to- 
date retail stores. 

* ¥* % 

Now a well-conducted junk store of this kind is often 
a very profitable investment. I have seen some of these 
junk stores make a great deal of money until they at- 
tempted to get fancy and fix up one side with fancy 
shelving, trying half-way to emulate their rivals. Then 
what happened? They were neither a first class junk 
store nor did their attempt at fixing up result in a 
thing of beauty. Like all straddles, this store was 
neither one thing nor the other and many times when 


I was a salesman I found customers became slower. 


pay after they endeavored to be “fancy.” You see, 
when you run a good junk shop, you can work in 
your shirt sleeves with old clothes and everything is 
consistent and harmonious. Your men customers come 
in in their shirt sleeves, in their old clothes, so they 
do not feel out of place. Everybody is dirty and every- 
body is happy and things are as they should be. But, 
of course, this is not the way to get the trade of Mrs. 
McGuggerty who used to do her own washing before 
her husband earned $12 per day. Mrs. McGuggerty 
is now very particular about where she trades and she 
has her own ideas about what is refined and artistic, 
even in shops. Mrs. McGuggerty, having been for 
many years on familiar terms with shirt sleeves, does 
not enjoy shirt sleeves as a novelty. She prefers the 
well-modulated voice and deferential attention of a 
real salesman. No nation pays more attention to a 
grand duchess than a nation of democrats. We like 
what we are not used to and what is the use of having 


a hired girl of your own if you can not be the grand 

lady yourself? When can a lady be a real lady more 

than when she has actual cash to spend in a store? 
¥* * % 

My suggestion to my old line hardware friends in 
nice, prosperous towns all over this country is to get 
together and organize a new store. Make it a small 
corporation. Get a good manager. Each of you take 
stock in this store. Then have this store go out after 
all the chain stores, five and ten centers and retail 
drug stores for the business in light hardware, house 
furnishing goods and novelties. Suppose there are 
six regular hardware stores in a town. Let each of 
these regular hardware stores attend to their regular 
hardware business. Each of these stores should throw 
their influence to this new novelty store owned by 
them. In other words, give up the battle of trying to 
fight your competitors with a system that makes it 
simply impossible to win out. Adopt a system of 
fighting your competitor with his own methods. 

* * * 


Of course, the manager of such a store should be 
carefully selected. He should be a merchandiser of 
experience. When he is selected he should be allowed 
to have a free hand. The stockholders in this new 
enterprise should only expect to ask results, and re- 
sults cannot be obtained by interference. Naturally 
you would have a committee to supervise this new 
store, but there is a great difference between super- 
vision and interference. Some managers of a busi- 
ness never learn this fact. 

* *% * 

Now, I know even as I write these lines that this 
idea will be thought to be a good joke. It will be 
considered impracticable—an iridescent dream. To 
my mind, however, nothing is more practical if the 
scheme is properly handled. It, of course, means a 
first-class location, a good store room, good lighting 
facilities, splendid show windows, an advertising 
campaign, etc. The details of whether goods should 
be delivered or not should be worked out. It would 
depend upon the town, the class of the competition, 
etc. 

* * * 

I have noticed in the various trade papers a good 
many articles written about the house-to-house ped- 
dlers. Just the other day I happened to hear one of 
these “peddlers” in my own home making a brush 
talk. It was just about as pretty a piece of sales- 
manship as I have ever heard. He did not sell a 
brush. It happened that my family were well stocked 
up on his particular brushes. I found out, however, 
upon inquiry, that my family had been buying brushes 
from his concern for a number of years. They bought 
from time to time from this peddler. The thing, 
however, that struck my funnybone as a salesman 
was that when this peddler was turned down, instead 
of showing the slightest feeling, he was just as cheer- 
ful as a cricket and, to cap the climax, he made my 
wife a present of a brush free, gratis, for nothing. 
Now, did this make a hit? Of course you know it 
did. If ever I have seen a salesman, ‘the was one. He 
was a good salesman because he knew how to take a 
turn down so cheerfully and to make his come-back 
by presenting his customer with a brush as a little 
Christmas present. 


Reading matter continued on page 72 
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Drawing Outfits 


—a useful gift 
for Christmas 


and throughout the year 


CAttractively arranged for 
display purposes 
WY 


In green covered box; 
parts fastened by elastic cord 
to salmon colored mount. 


No. 1 retails at $10.00 
Drawing Board 18x24in. No. 2 retails at 7.50 
uare, 24 in. 


Ambro 30° x 60° triangle Q 


Outfit No. 1 
{as illustrated} contains: 


Set of nickel-silver instru- 


Ambro 45° triangle 
Ambro curve 


Architect’s scale 

Brass protractor 

Thumb tacks 

Pencil pointer 

2 cils 

mee 

Drawing paper 
Contents of other 
outfits in proportion 


In green or holly covered box, 
parts displayed around board 
in individual compartments. 


No. 3 retails at $5.00 
No. 4 retails at 2.75 


LY 


A greeting card in each box 
Display cards with shipment 


LIBERAL DISCOUNTS 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Branches 
Chicago 


New York 





New Orleans Pittsburgh 
San Francisco 
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TRADE MARK }/ 
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VOLUME 
PROVIDES 
DEPENDABLE 
SERVICE 


“[PHINK of producing and stocking 

handles for hundreds of jobbers. 
Think of carrying 2000 patterns in 
stock. Think of the investment re- 
quired, the accuracy of grading; the 
ability to instantly be able to deliver 
what each jobber wants. 


The jobbers, in turn, serve thousands 
of dealers. And dealers and jobbers 
know through 50 years of experience 
that Turner, Day & Woolworth stands 
for ‘“‘a standard of grading” un- 
equalled, and a service in stocking and 
delivery that cannot be approached. 


Copyrighted Brands 


DANIEL BOONE PERFECTION 
AMERICAN BEAUTY TRIUMPH 
DAISY HERCULES 
SUNFLOWER SUCCESS 
PEERLESS EAGLE 
BEAUTY ROYAL OAK 


Turner, Day & Woolworth 
Handle Co. 


Incorporated 


Louisville Kentucky 


“Since 1855” 
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ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 
United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staff numbers those who have had actual experience in 
the hardware business. 


This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 


Capital, Surplus and Profits, $26,500,000 

















“She Rey 


PORTABLE 
TWIN TUB 


Just what every woman 
has always wanted, Takes 
the place of old fashioned 
standard wash tubs and 
stands, and is far more 
convenient than stationary 
tubs. Each compartment 
holds more water than 
any tub sold. Mounted on 
easy rolling casters—can 
be wheeled around as de- 
sired. Saves all lifting of 
heavy water-filled tubs. 
Drain cocks in bottom of 
tubs for draining water. 
Used with any washing 
machine. Handy table top 
cover protects inside of 
tubs from dust when not 
in use. A convenient re- 
ceptacle for accumulating 
soiled linen between wash 
days. Can be used in 
countless other ways. 
Order a sample today, 
either direct or through 
your jobber. 
Jobbers wanted in all 





































territories. 
Write for discounts. 


SELLS FOR 
ONLY 


$14:90 





SomMERS BROTHERS APPLIANCE Co. 
River Street, Saginaw, Michigan 











I could not but wonder if there was not a lesson to 
be learned by my good retail hardware friends from 
this house-to-house salesman. In almost every town 
there are a number of young men and young women 
who are going to school or who are not working part 
of the day, but who would be delighted to have an 
opportunity to make a little pin money doing can- 
vassing. Has the retail hardware man ever made an 
honest attempt to put out a salesman in town on a 
commission basis? How easy to show a bright young 
man or a bright young woman how to sell a line of 
seasonable goods! How easy to give them prices! 
How easy to instruct them what to say and what to 
do! I happen to remember that the tremendous cir- 
culation of the Saturday Evening Post was built up 
in a large measure by employing bright boys all over 
the United States to work for them seeking subscrip- 
tions. These boys were handled in Philadelphia in 
an enormous department of the Saturday Evening 
Post. It was an important department of their busi- 
ness. It does seem strange that a faraway corpora- 
tion can use the selling material in a small town while 
the merchant in this same town entirely overlooks it. 
What about the bright boys and girls who are gradu- 
ating every year in the local schools? Who is looking 
for this talent? Is the retail hardware merchant in 
touch with the teacher or with the principal of the 
school? Do these boys and girls drift into the chain 
store or the five and ten center or the retail drug 
store? 

* * * 

After all, success in business in the last analysis 
is a man hunt, a search for those young men and 
women who will grasp your ideas, carry them out 
and after a while do the thing better than you can 
do it yourself. 





Business Ambassadors 


TORE and shop regulations have enforced a regi- 
men of courtesy on the lower strata of business 
organizations, but there is still room for im- 

provement at the top—among men who are designated 
to receive salesmen and other ambassadors of business. 

The application of common courtesy to business deal- 
ings is a promising development in a noticeable trend 
toward the conservation of time and temper—“the 
voice with the smile” is familiar to every ear, and cus- 
tomers of some stores make purchases in the assurance 
that “the customer is always right.” The conviction 
is becoming established that courtesy pays—that good 
manners are good business. 

But with all the encouraging progress made by busi- 
ness in the direction of courtesy, there is still un- 
pleasant executive inclination to ignore the value of 
time lost by salesmen and other business callers who 
are affected in waiting upon a capricious convenience. 
Salesmanship is a highly specialized business. The 
modern salesman has something useful to say as well 
as to sell. He is not a time-waster—the day of the 
itinerant doorknocker has passed—and it is not right 
that his time should be wasted. What if Garcia had 
refused to see that man with the message? 

To flout a trained and accredited salesman is to flout 
all business. To hold up an unobtainable appointment 
as the price of admittance to office privacy is a poor 
cloak for good faith. Plain rudeness will not be less 
plain for any high and mighty title on an office door. 
Indifference or cold welcome never have made good- 
will for man or firm.—The Nation’s Business. 
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Brush Display Rack ———— 
Increases Arcade’s | —— 
Brush Sales $2,000 — 


UGGESTING a brush to every paint customer 
S adds about $1,500 to $2,000 a year to the sales 
volume of the Arcade Hardware Store, Highland 
Park, Mich. Chas. Holmes, proprietor, watches the 
brush sales and believes that 80 per cent of the paint 
buyers could be sold brushes. Frank Holmes, brother 
of the proprietor, is one of those very handy men who 
can make most anything in the way of store fixtures 












































Approved! 






by the keenest buying 





brains in the country 









Through unity of effort, 


large scale production, 





the elimination of waste 





by the use of efficient ma- 





chines, the hearty coop- 





eration. of satisfied em- 
















Oe ployees and _ specializa- 
or kinks. Tell him what you want and where you tion, the Tubular Rivet 
want it. 

He has designed a simple yet very efficient arrange- 
ment for displaying and stocking brushes. A small and Stud Comp aed has 
wooden base with four bolts to hold four bent strips for 50 ears manufac- 
of steel make fine brush stands. You can see a row ba 


of these stands in use at the bottom of the show case. 
The steel strips are slotted to permit adjustment to any 
desired size. When the proper size is found the bolts ° ° 
are tightened and you are ready to display and sell recognized standard mm 
more brushes. ° 

Another view of the stand is given on top of the their field. 
show case. A triangular price card is tacked to the 
front of each base. This gives model number and sell- 
ing price of the brush on the stand. 


tured rivets that are the 
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Mr. Llew S. Soule, Editor TRAATTT 


Now Yook Cite TUBULAR RIVET & STUD 
DEAR MR. SOULE: COMPANY 


I have read the article written by a salesman 
in your issue of November 6. I must say this BOSTON 
salesman knows what he is talking about and his | 


article should go into every hardware store in the 
country and each hardware man should call a | R 
O, £ 











meeting of his. retail salesmen and read it to : | 
them, for it surely hits the nail on the head. — ~ 
“ANOTHER SALESMAN.” — 
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QUUVATETUETTER EST EEPETTET TAT itil Leos HEI 





TALL LCE EEE EP INH 


AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION CONVENTION, Dallas, Texas, 
April 21, 22, 23, 24, 1925. Headquarters, 


Adolphus Hotel. F. D. Mitchell, secretary- 
treasurer, 1819 Broadway, New York City. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 

CALIFORNIA RETAIL HaRDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. Le Roy Smith, sec- 
retary, 112 Market Street, San Francisco. 


HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION AND EXHIBITION, Spartanburg, 
S. C., June 9, 10, 11, 1925. Arthur R. 
Craig, secretary-treasurer, 717-718 Com- 
mercial Bank Building, Charlotte, N. C. 

CONNECTICUT HARDWARE ASSOCIATION 
CONVENTION, Hotel Burritt, New Britain, 
Conn., Feb. 19, 20, 1925. Henry S. Hitch- 
cock, secretary, Woodbury. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 17, 18, 19, 1925. Leon 
D. Nish, secretary, Elgin, Ill. 

IDAHO RETAIL HARDWARE & IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Owyhee 
Hotel, Boise, Feb. 18, 19, 20, 1925. E. E. 
Lucas, secretary, Hutton Building, Spokane, 
Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Cadle Tab- 
ernacle, Indianapolis, Jan. 27, 28, 29, 39, 
1925. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Building, Indianapolis. 

Iowa RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. A. R. Sale, sec- 
retary, Hardware Building, Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, Jan. 20, 21, 22, 23, 1925. 
J. M. Stone, secretary-treasurer, 200 Re- 
public Building, Louisville. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rap- 
ids, Feb. 24, 26, 27, 1925. Karl S. Judson, 
248 Morris Avenue, Grand Rapids, manager 
of exhibits. A. J. Scott, secretary, Marine 
City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. S Fi. 
Casey, secretary, Nicollet Avenue and 
Twenty-fourth Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND IM- 


PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 8, 9, 10, 1925. Guy Nason, secretary, 
Starkville. 


MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Statler, Ho- 
tel, St. Louis, Jan. 26, 27, 28, 1925. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmadge, secretary-treas- 
urer, Bozeman. 


MOUNTAIN STATES HARDWARE AND ImM- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Colo., Jan. 27, 28, 29, 1925. W. W. Me: 
Allister, secretary-treasurer, Boulder, Colo. 


NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 East Washington Street, Indian- 
apolis, Ind, 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel; exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS’ ASsoO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 80 
Federal Street, Boston 9, Mass. 

NEw YorK STATE RETAIL HARDWARB 
ASSOCIATION CONVENTION AND EXHIBITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 

NORTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 11, 12, 13, 1925. ©. N, Barnes, 
secretary, Grand Forks. Mr. Barnes may 
also be addressed for information in con- 
nection with the exhibit. 


OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Columbus, Feb. 19, 
11, 12, 13, 1925. James B. Carso#, secre- 
tary, 1001 Schwind Building, Dayton. 


OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 
Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary-treasurer, Oklahoma 
City. 

OREGON RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVENTION, 
Multnomah Hotel, Portland, March 4, 5, 6, 
1925. DB. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. ‘ 


Head- . 


PACIFIC NORTHWEST HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Daven- 
port Hotel, Spokane, Wash., Feb. 25, 26, 27, 
1925. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 


SouTH DakoTa RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 


SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION CONVENTION, Dallas, Tex., April 21, 
22, 23, 24, 1925. Headquarters, Adolphus 
Hotel. John Donnan, secretary, Richmond, 
Va. 


SOUTHEASTERN RBETAJL HARDWARB ASSO- 
CIATION, COMPRISING TENNESSEE, ALABAMA, 
GEORGIA AND FLORIDA, CONVENTION AND 
EXHIBITION, Birmingham, Ala., May 12, 13, 
14, 1925. Walter Harlan, secretary-treas- 
urer, 701 Grand Theater Building, Atlanta, 
Ga. 


SOUTHERN CALIFORNIA RETAIL HARDWARDB 
ASSOCIATION CONVENTION AND EXHIBITION, 
Ambassador Auditorium, Los’ Angeles, 
March 18, 19, 20, 1925. H. L. Boyd, secre- 
tary-treasurer, 435 San Fernando Building, 
Los Angeles. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treasurer, 
College Station. 


VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel; Richmond, Feb. 10, 11, 12, 1925. 
Thos. B. Howell, secretary-treasurer, Rich- 
mond. 


WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J. 
Hodge, secretary, Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925. 
George W. Kornely, exhibit manager, 1476 
Green Bay Avenue, Milwaukee. ve Be 
Jacobs, secretary-treasurer, Stevens Point. 








A Compliment 
from Mr. Mappes 


Mr. Llew S. Soule, Editor 
HARDWARE AGE, 

New York City. 

DEAR MR. SOULE: 


trade journal. 


I want to congratulate you on your snappy 
It has always been my idea that 


HARDWARE AGE came first and the rest trailing 


behind. 


FRANK MAPPES. 
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Why Do They Carry Large Stocks? 


One of the largest distributors of general hardware supplies in the United 
States issues a catalog of over one thousand pages in which they refer to Coes 
Wrenches as follows: 


“Coes Knife-Handle Monkey Wrenches are so well known to the trade 
that a detailed description of them is not necessary here. We always 
have a large stock on hand for immediate shipment, in all sizes— 
both wood and steel handles, and solicit your orders for any 
quantity required.” 















Sizes: This company, like many others, show their faith in the 
6", 3", 10,” “Coes” by carrying large stocks, realizing the importance 
12”, 18”, 18” of being able to ship Coes Wrenches in all sizes and in 
and 21”. any quantity immediately upon receipt of orders. 


In both Knife-Handle 
and Steel-Handle Models. 


Look up your stock and order from your Jobbers. 












tRE 
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There Is a Genuine 4% Ss WW rench For Every Need 








Selling Agents: 
J. C. McCarty & Co. 
29 Murray St., N. Y. 
John H. Graham & Co. 
113 Chambers St., N. Y. 
Fenwick Freres 
8 Rue de Rocroy, Paris, France 


Coes Wrench Co. 


In Business Since 1841 
Worcester Mass. 





No. 1—Heat-Treatment 


Any metallurgist will tell you that heat-treatment is abso- 
lutely necessary in the manufacture of cold upset screws. 
It’s the only way to insure a uniform product and at the 
same time guarantee them against breakage. 


Ferry Process Screws have been heat-treated for 17 years— 
in fact we are the pioneers in this field. 


So, you can buy Ferry Process Screws with complete confi- 
dence. You can know—always—that you are getting the 
same uniform, dependable product that has won a national 
reputation for quality. : 


Let us tell you more of this modern method of making the 
finest screws. Let us send you a sample of our Heat-Treated, 
Bright-Finished Cap Screw so that you can compare it with 
ordinary screws. Its advantages are obvious at a glance. 
Write us today. 


“Tf it’s upset—at must be heat-treated’’ 


The Ferry Cap & Set Screw Co., Cleveland, Ohio 





PROCESS SCREWS 















UN HVUON UNA LALAR AREA 
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“Perjea’ 


The “Tomorrow” Customer 


“Really don’t expect to buy today. I saw some of that | 


Screen Cloth you have in your window so I came in out 
of the rain—been putting it off ’til spring.” 
That’s something like the trend of conversation. He 
should be encouraged! Tell him something about “Per- 
fect” and “Nikolite” quality and durability. 


It won’t take long to sell him. He wasn’t quite ready to 
buy, but “Perfect”? was too much of a temptation to “put 
off ’til tomorrow” what was just as easy to do today— 
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See your Jobber. 


with the assistance of “Perfect,” a sale is made. 


DRUUNN LUNN ULLAL U AANA 


Ludlow-Saylor Wire Co. 


St. Louis Missouri 
















Nodelblh.Jire Chains 
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The new way to put on Tire 
Chains—do it from the 
driver’s seat in three min- 
utes. No trouble jacking 
up car, not necessary to 
drape chains up under 
crowned fenders and soil 
the hands, cuffs and sleeves. 


/ 
















Don’t Wait! 


Send in that order now. 

The season is on, and 
Hodell Tire Chains are put- 
ting themselves on thou- 
sands of cars. 


Easiest—quickest — clean- 
est tire chains to put on, they 
are the easiest—and—dquick- 
est chain for you to sell. 


Dealers should know 
about this latest and most 
improved tire chain. Write 
for particulars and dis- 
counts. 


‘MS CHAN PRODVETS SO 


Established 1886 


Cleveland, Ohio 
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GRIFFIN— 


the hinge that is made | 
of specially rolled steel — crirrin Hinges are 


made in a wide va- 





2. @ ® e riety of sizes and 
under rigid inspection ‘igs: ‘to answer the 


requirements of all 
to combine enduring  2rrcio. 


GRIFFIN Hinges are 


° —" We Also Manufacture 
Ss t reng th wit h a f, inish made entirely in our Cellar Window Sets, 


own mills each butt Hasps and Safety 


: ; Hasps, 
: wrapped in moisture 
of las ting beauty. proof paper and ee and Door 
—— AB pple cr - Brackets, Push Plates, 
tch 7 Drawer Pulls, Door 
match. fon 


Sash and Screen Lifts, 


Write today for our price list and the catalog of the oo ames 
complete GRIFFIN Line ei Corner Irons, Washers. 
etc. 


GRIFFIN MANUFACTURING CO. 


45, Warren St.NewYork ERIE : PENNA. aw. Lake St.,Chicago, Itt. 























Cyclone 
FENCE — GATES 


STYLE “F” FABRIC FOR WOOD POSTS 










ORNAMENTAL WALK GATES 
Sell Cyclone “‘Red Tag’’ Fence Cyclone Fence and Gates are built in 


and Gates — the nationally a variety of heights and handsome 
advertised line. Be sure of designs for any purpose. Write 
pleased customers — volume office nearest you, Dept. 29, for 
Eamon an 4 sales—steady profits. catalog, prices and discounts. 
Rolls 
CYCLONE FENCE COMPANY 
FACTORIES AND OFFICES: 
Waukegan, Ill., Cleveland, Ohio, Newark, N. J., Fort Worth, Texas, 
The Mark Western Distributors: 
of Quality Standard Fence Co., Oakland, Calif. 


Northwest Fence & Wire Works, Portland, Ore. 





PROUPERTY PROTECTION PAYS 
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No More 
Hatching 
Guesswork 


Now you can sell an incubator and assure your 
customer that every hatchable egg will hatch. The 
new copyrighted 


QUEEN CHICK-CHART 


FREE with every Queen Incubator 


HARDWARE AGE 
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is a remarkable development in the incu- 
bator industry. It is revolutionizing 
the merchandising of incubators, as it 
puts the responsibility for hatching en- 
tirely upon the manufacturer and the 
user. 

By the use of the new Queen Chick- 


Don’t let your customers waste time and 
eggs on cheap incubators. Sell them 
Queens and they will be certain of big 
hatches of chicks that live and grow 


1124 North 14th Street 





Chart—one of which is supplied free to 
every purchaser of a Queen Incubator— 
we have practically taken the guesswork 
out of hatching. If the user follows its 
plain and simple directions, we can 
practically guarantee every Queen In- 
cubator to hatch 


Full Hatches of Strong, Healthy Chicks 


into early broilers and laying pullets. 
Sell an incubator it’s safe to sell. Ask 
us how we help you make your poultry 
supply department profitable. 


QUEEN INCUBATOR COMPANY 


Lincoln, Nebraska 








Let Electricity Sell Electrical Goods 


The best way to display any 
product is to show it in 
action. That’s why it’s so 
easy to display electrical 
goods. Electricity is ready 
te help you create strong 
selling displays. 

Take lighting fixtures, for in- 
stance. A display which fea- 
tures an unusual lighting ef- 
fect will attract attention and 
sell fixtures. The window 
shown here is a good ex- 
ample of a lighting display 
which proved its worth in 
Other electrical goods display just as well. Wash- 
ing machines and vacuum cleaners lend themselves 
readily to demonstrations. The fourth issue every 


month of Hardware Age presents electrical mer- 
chandising and display ideas. 


display. 





Profits in electrical appliances are good. But you 
must keep your turnover speeded up by proper 
Put electricity to work and watch your 
sales increase. 
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wringers. 


curely ; 





Best Selling Clothes Wringer Made 


Entirely satisfactory—that’s the reason Anchor Brand 
Clothes Wringers keep right on outselling all other clothes 


Ball Bearings insure easy turning; Best quality Rubber 
Rolls insure long service; Safety Cog Wheel Shields insure 
absolute safety; Hold Fast Clamps once tightened hold se- 
every part of every wringer made the best we know 
how and there’s years of “know how” back of every Anchor 
Brand Clothes Wringer. 


LOVELL MANUFACTURING Co. 
World’s Largest Manufacturers of Clothes Wringers 


ERIE, PA. 











LIDSEEN PUMP OILERS 


THE HIGHEST GRADE and 
MOST EFFICIENT PUMP OILERS MADE 





DRAWN FROM HEAVY STEEL—WELDED. NO 
LEATHER PLUNGERS TO BECOME WORN. 
SPOUT WILL NOT LEAK OIL WHEN IN- 
VERTED. PUMP MECHANISM IS REMOVABLE 
FOR CLEANING. WILL HANDLE ANY GRADE 
OF OIL. THIS OILER IS PRACTICALLY IN- 
DESTRUCTIBLE. 





Real Talking Points! 


The above are only a few of the 
many EXCLUSIVE FEATURES of 
LIDSEEN PUMP OILERS. These 
oilers are the Greatest Value in Qual- 
ity Pump Oilers ever placed on the 
market ! 


They cost no more than ordinary 
tin and soldered pump oilers. 





Send for Our New Catalog Giving Complete 
Description and List Prices on 





LIDSEEN PUMP OILERS—LIDSEEN POSITIVE 
FORCE FEED OILERS—G. L. WELDED PUSH 
BOTTOM OILERS. 


LIDSEEN PRODUCTS 
832-840 So. Central Ave. 





Chicago 


“It Pays to Handle Lidseen Oilers” 







BIE SRR A Ho EN ARLE IE 
Protection ana Economy. 


“The‘New Way’ 


Lumber Crayon 
Paper- yg sale 
\ 3 to Prevent 

‘of | Break 



















: si 
€ Re] ese 
io »s not on request ort 
ey: “4 rie oe ak nominal sum of 15 
S er Style am J Inches 
of Crayon 
(jood to the Last Lunch 










No. 1251- Blue 
No. 1252- Black 
No. 1254- Yellow 
No. 1261- Red 







eel, your Pencil and SAVE the Poin t. 


Y Laisdel] »x01,.commaxy 




















criminating dealers. 


Sherman Hose Couplings. The best that 
can be made. Of fine appearance with 
accurate machine cut threads and deep, 
clean corrugations. Made in %—%—% 
and % inch sizes. 





(Patented) 





material. They offer longer wearing features. 
sell Sherman Fittings. They cost no more. 


H. B. SHERMAN MFG. CO. 


The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- 
proper coupling or carelessness in clamping play an important 
part in the life of a garden hose. 


Sherman Wrought Brass Fittings are the standard mainstay nd od 
Permanent, rust proof and of the highest 


When you se 


Sherman Heavy Wrought Brass Clampe. 
Genuine. Rust-proof clear thr 

No other material will last on hose 
brass. Sherman a “ye are made to je 
satisfaction. There is a clamp for every 
purpose and any size. 























80 











7 A %, IRON. BRASS 4 «ey 
Dp nicaees S 
Leap WS; 


HARDWARE AGE a 


Continent 


December 25, 1924 





SPECIAL 
RIVETS 





IFplokirl wis 


(Reg. U. 8. Patent Office) 


WOOD SCREW CO. 
New Bedford, Mass. 














FOURTH Point 
of the Clemson Star 


al KN 


au CLEMSON SET 


Star Hack Saw Blades possess 
a balanced set, consequently 
their natural tendency is to saw 
straight. Star Blades are abso- 
lutely set to specification. 


STAR 


HACK SAWS 


Makers Since 1883 a 


CLEMSON BROS., INC. 


Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 





Manufacturers of Mechanics’ Auto Tools for 14 Years 


Years of 
Experience 
Back 

Every Set 


Set of 6 socket wrenches with off-set handle 
in handy card-board box. Fully guaranteed. 
Packed 100 sets to carton. Send for sample 
and prices of the new Miller. 


Handsome Profit for You 


Jobbers and dealers realize big profits on 
these sets, also on our Feeler Gauges called— 


The Cat’s Whiskers of Mechanics’ Tools 


Blades take in 
any required set- 
ting used by 
motor mechanics 
or machinists. 
Made of high 


tempered  feeler 
stock and guar- 
anteed accurate, 
one-piece handle, 
3” blades. 


Write for Dis- 


counts, 





MILLER TOOL & MFG. CO. 
DETROIT MICH. 


Eastern Representatives: James A. Gaffney Co., 35 Warren St., New York, N. Y. 
Western Representatives: Alden Glaze & Co., 143 Second St., San Francisco, Cal. 










grade Swedish - 
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BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 


Real Improvements 


Real improvements in these B. & 
C. Wrenches. That’s why they sell. 
Bars are forged from open hearth 
steel with oval front and back, giving 
additional stock and strength. Screw 
is of solid high-grade steel. Handle, 
Frame and Bolster are one piece, 
powerfully braced. They make good 
on the job where others fail. Write 
for prices. 
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| No. 232, % tn ' 
Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass, 


SWEDISH TOOLS 


Genuine Armstro 
ns Are Noted for Their Durability 


Stocks and Dies Made from Swedish tool steel—the very best 


Cla 








No. 231, %4 In. 
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FULLY GUARANTEED 





Are always in working order. They rep- 
resent the utmost simplicity and effici- 
ency in operation. 

















ex SWEDISH PANSAR FILES 


Circular Cut—Flexible-Tanged 
Half-Round—Bastard—Smooth 


All genuine Armstrong stocks and dies 
bear this trade-mark: 








ESKILSTUNA CHISELS 


Made in the following styles: Butt Beveled Edge, 
Regular Beveled Edge, Socket Chisels. Also Pliers, 
all styles, Cutlery, Razors, Bow Frames, Saws, “Banco” 
Scythes, Plane Irons, Axes, Hoes, Shoemaker’s Tools, 
Sievert Blow Torches, Barking Spuds, Anvils, Cabinet 
Scrapers. 


Be Sure You Get the Genuine Order from your*jobber to-day, or write. 
The Armstrong Manufacturing Co. WESTERN prgre — COMPANY 


Bridgeport, Conn. 509 E. Hennepin Ave. 2 Coristine Bldg. 
Minneapolis, Minn. Montreal, Can. 
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Moe’s Winter Fountain 
For Poultry 


A great favorite with the poultry raisers. Thick in- 
sulated walls retard freezing, and has a large filler 
opening, so can be kept clean inside, which is an im- 
portant feature. Feeds the water automatically, and 
provides the flock with plenty of fresh water which in- 
creases the egg yield. Capacity 3 gal. 


Write for New Catalog of 
Moe’s Big Line of Poultry Yard Equipment. Famous Star Pount 


HOEFT & COMPANY, INC. eo 
405 No. Ashland Ave., Chicago, IIl. 


; , (Western Branch) 
No. 8&—Poultry Fountain 217 No. Alameda 8t., Los Angeles, Calif. 
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Sell More 





Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 
Cabinets. 

Let us show you how to increase your sales 
without increasing your stock. 


White for Reference Book No. 26-A TODAY. 














Brings Boat Owners 


to Your Store 


We guarantee every can of 
Jeffery’s No. 7 Marine Glue to 
stop all kinds of leaks and make 
any boat perfectly watertight 
and leakproof. 


Equally adaptable for wood 
boats or steel—from a canoe to 


JEFFERY’S 


Our 
Waterproof Marine Glue 


is a big seller wherever boats are used—lakes or sea- 
shore. 


It is Nationally advertised and our famous slogan, 
“Does your boat leak?” has brought responses from all 
parts of the world. 

We furnish dealers and marine supply stores with 
Booklets bearing their name and address that tell all 
about this glue and bring boat owners to your store. We 
refer all mquiries to the nearest dealer. Write for 




















Adjustable. Two sizes will clamp eny hose of sny 
diameter. Made from cold rolled steel cut of wire. 
No rough to cut hose. Put on in less than a 
minute. ingly leak-proof. Order Universa! 


UNIVERSAL INDUSTRIAL OORP. 
Hackensack, N. J. 











discounts. 
W. C. HELLER & CO. 
Main Office and Factory: Eastern Display Room: L. W. F ERDINAND & Co. 
Montpelier, Obie New York City 150 Kneeland St. Boston, Mass. 
UNIVERSAL €Pimre UNIVERSAL 








BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 








“Mr. Hardware Dealer?” 





Do you realize that no one factor 
will draw people to your store like 
attractive window displays of sea- 
sonable merchandise? 


Hardware Age is continually re- 
producing such window displays— 
its representatives are always on 
the lookout for new ideas. 


And many dealers who require 
their own copy of Hardware Age 
find it highly profitable to subscribe 
to extra copies for their sales 
force. 


The cost, $3.00 per year, is re- 
turned over and over in better win- 
dows and increased trade. 


Hardware Age, 239 West 39th Street, New York City 
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Sell Them 
by the Set 





















Sets of 9, 11, 17 bite are fur- 
nished in compact cases for 
the convenience of the user. 





mm oo it a of selli Lo age po Ba ion "Some 
uestion 8 once or sev . 

out ce — % an ahen its use ph B the bits in order and near st 

hand, preventing Try it. 


e 
Forstner Bits are the only bits that are not dependent on sa center or & 
level to guide them. They cut from the outer rim. The entire surface is 


polished. They bore their way through hard, knotty, eross grained wood, 

leaving a smooth hole and elean, polished surface. 

Let us send you estalogues. Order through your jobber or direct. 
The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 














LANDRETH’S 


Garden and Flower Seeds, 
Onion Sets and 
Mixed Lawn Grass 


Now is the time to place your Seed order, if 
you have not done so, for next Winter and Spring 
sowing. If you wish our traveler to call, notify 
us, and, if possible, we will have him do so, or 
send us a list before buying elsewhere, and we 
will quote you on Garden and Flower Seeds in 
bulk, in Lithograph Cartons of | |b., 4 Ib. and 4 
Ib., and in Flat Packets. 


We will also quote you on Mixed Lawn Grasses 
and Onion Sets. Please give us the opportunity 
of quoting. 


We are the oldest Seed 
House in America, this 
being our 140th year in 
the business. Had we not 
given good goods, satis- 
factory attention to busi- 
ness, apd fair prices, we 
would not have existed so 
long. 


Business Established 1784 


D. Landreth 
Seed Co. 


. + 
COLONIAL, BOY COPYRIGHTED Bristol, Pa. 











Prices Unchanged 


for the present on 
our regular line 
of domestic size 
carpet sweepers. 


We will soon 
make announce- 
ment of a fine 
new line of toy 
sweepers. 








Carpet Sweeper 






No. 202. 


Only the key can open it. It 
may be operated just like an 
ordinary night latch; or by 
turning the key one turn 
backward; it securely locks 
the bolt and the inside knob. Thus 
locked, the bolt positively cannot be 
forced back or the door opened from 
— inside or outside without the proper 
ey. 

Also our line of Padlocks is complete 
in every respect. We also make Special 
Cylinders for Special Locks, including 
Automobile Locks of all kinds. 

And don’t forget us when you need Key 
Blanks and Cut Switch Keys. We make 
over 1000 different patterns—all of best 
material. Write for Catalog 6. 


@®> INDEPENDENT IOCKCO,4 


LEOMINSTER, MASS. U. S. A. 
Mfre. of cylinder locks, padlocks and key blanks 
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American Steel & Wire 


Chicago, New York, Boston, 
Cleveland, Pittsburgh, 
Denver, Dallas 
U. 8S. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


BARBED: _ém Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman 

NAILS, SOIKES, STAPLES, "TACKS, Hot Galv’d Nails 

ZINC INSULATED FENCES: American, Royal, Anthony, 
National, Ss. 

ARROW TLSTEEL POSTS 

CONCRETE REINFORCEMENT 

BALE TIES: Old reliable brands 

TELEPHONE WIRE 

WIRE for every purpose 


Quick Delivery. Write us for selling plans. 












TACK 


TTT] 


TOWER MFG. CO. 


ALL KINDS 












MADISON, INDIANA CINCINNATI, OHIO 











STEEL WIRE 
SCRATCH BRUSHES 


A large variety for industrial and household require-, 
ments. First quality backed by more than fifty years 
experience, 





Write for catalog =a prices, 


THE HEROLD BROTHERS CO. 
Established 1874 
1104 W. 9th ST. CLEVELAND, O. 

















Ensign Bickford is the ORIGINAL 
safety fuse—tesied and tried by 
time and experience. 
We manufacture various 
brands of fuse, among 
which you should find 
one adaptable for your 
work. 





















The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 
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ICE TOO 


hina TOOLS 
Ice Tools and other equipment f 
for every ice handling purpose. | 
A large stock always on hand § 
to promptly meet your re- 
quirements. | 


4 


iI 
| TTT 


Write for complete price list, 
discount sheet, display cards. 
GIFFORD-WOOD CO. 
Main Office and Works: 7 Hill St. 
Hudson, N. Y. 

NewYork, Boston. Chicago, Pittsburgh 
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400 N. Monticello Ave., Chicago, Ill. 
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Mirot 


overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 


efficiency One style only—neat of design— 
attractively finished —any height — 
easily installed—meets most 

requirements. 
on request. 







ERS cision TIRE 
[ADDERS 


[ADDERS 
pe METHODS 


To provide adequate storage facilities for 
shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
Sale or retail trade — install one or more 
CUSHION TIRE STORE ERS. 

Deep tread steps, full length hand grips, rubber tires, 





































ple strength for safety, convenience and 



















J. H. WELLIAMS & CO. 
rench People” STANDARD FOR 


h 
[New Yak BUFFALO’ Chicego MALE A CENTURY 





AWILLIAMS— 


WRENCHES 





















110 to ONE DEALER 


Over 2800 requests for Hill Clothes Dryer 
information this year. 
to one dealer, 81 to another. We'll refer 
them to you. 


HILL CLOTHES DRYER CO. 
39 CENTRAL ST., Worcester, Mass. 


Distributors Metropolitan District 
erman Kornahrens, Inc 
111 Murray St., 


New York City 


110 were referred 












































ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—go chips in 
the bottom. The entire length of the ALLEN is 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % in. to 1% in.; 
any length, point or thread. Also Socket-Head Cap 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO. HARTFORD, CONN. 
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Heavy Duty Socket Wrenches 


Offset Type 


WT hit wus est LFL Ll 
24° — 
Extra strong construction with extra depth sockets— 
heat treated. 
Plain lacquer finish—twenty-six standard sizes. 


Ask for Catalog No. 500. 
WALDEN - WORCESTER 


INCORPORATED 
WORCESTER, MASS. 


























A line of high power, hand- 
operated cutting tools known 
in every civilized country for 
quality-durability and effi- 
tiency. Sold by leading 
hardware jobbers. 
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cv que y 
AK PORTER” 


EVERETT MASS. 




























SOLID HEAD EXPANSIVE BIT 


Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 
easy. 


The Russell Jennings Mfg. Co. 


RUSSELL JENNINGS’ 





They are made with both SQUARE 
SHANK and PRECISION SHANK. 


CHESTER, CONN. 
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Spring Punches Revolving Punches 


= Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 

quality. ° 

The above tools will please your customers as well as our famous Round 
es. 


Remember we have had 98 years of successful manufacturing experience, 
employ enly skilled workmen and use the finest quality of materials in 
making our products. 


We stand back of every tool we make. Try us. Write for Catalog 


Osborne High Grade Punches 





c.5.0seorncé Co 


—_————$ 


Belt Punches Arch Punches 


varied and attractive line for the Hardware Trade. Also: Leather 


Oval Punch 


Prices, 


C. 8S. OSBORNE & O©O., NEWARK, N. J. 
ESTABLISHED 1826 







































ao ae a for Catalog F. 
Detroit Torch & Mfg. Co. _ Detroit, Mich. 


Atlanta, Ga.—A. H. Deveney & Co. Cleveland, Ohio—Apple-Fried Sales 
720 Bldg. Co., 


| Best Two Needle Torch Made 


| Bessey Quart size two needle _ torch. 

. ~ Burner, underfeed type, is one 
casting of high quality generator 
metal, Upper needle regulates flame 
and keeps orifice free from carbon 
or dirt. Lower needle used to ex- 
tinguish flame when through using. 


Has Patented Reinforcement at 
top of tank and heavy tank ma- 
terial. 


ull Sold by leading Jobbers. Send 


New York Office: 45 Warren St. 


10017 St. Clair Ave. 





Fourth Nat. Bank 














The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 


Sample free. 


BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 

















G. F. Wright Steel & Wire Co. 


JUPERIO 





Hex Mesh 
POULTRY NETTING 


WORCESTER, MASS. 
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THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to inder 
No allowance will be made for errors or failure to insert. 
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(CORDAGE WORKS 
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QUALITY 
UNIFORMITY 


SERVICE 
DISTINCTION 





“She %ootv in Lhe Rit Bor . 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS = SCREW ORIVERS - GLASS CUTTERS 


SESS SEEE ESSERE ESSER EEESSESEHEEHE SEE EHEEHEEEEHESEHEEEEFEFEHEHETHEEHEE HH HEHE HHT HHH HEHEHE HEH ES 
SESE SEEE ESE EHEEEHEEESHE HEHEHE SHEHEEEHEESESESHEHEEHEHHEHEETEHE HEH HEHEHE HEHEHE HEHEHE EES 


BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 


WB PROTECT THE DEALER. 
NBS 


BROWN & SHARPE ata co. 











Providence, R. I., 


HARDWARE AGE : 87 





DEALERS WANTED EVERYWHERE 


lron Fence, Gates 
Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 


a | 
il ffi 
Nes aa set 
. ) Ask for Catalog 


THE STEWART IRON WORKS CO., Ine., 225 Stewart Block, Cincinnati, O. . 














HACK “LE NOX” saws § 








Robertson “Horse Shoe — Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 2 
(the — offered) at the Panama- Pacific Pxposition. 
Good profit. Write for price ist. 

Name and design trade marks registered U. 8. Pat. Of. 














ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
Plain or enameled in 


STRATTO r— 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO., Stratton, Maine 











Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax CoMPouND Co. 
Fort Wayne, Ind. 





@AT. MAY 27,1908 








Makers of Every 
’ Kind of Screw, 
Nut and Bolt. 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Strect New Britain, Conn. 
Western Factory: Dayton, Ohio 

























~ REQUIRES 


ONLY SAMPLE 





BOLT 


“VICTOR” CLIPPER 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 


SPARGEO | | 


BRONZE AND COPPER 


FLY SCREEN CLOTH 


Perfectly Woven, a al Durable 
Write for Pric 


Spargo Wire Co., ia N. Y. 























* Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELE MFG. CO. 


9 Jones Street Rochester, N. Y. 














THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant 
1000 MILITARY RD., BUFFALO, N. Y. 





58 YEARS AGO 


Priest’s Clippers were 
introduc Today 


PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
quality. 


American Shearer Mfg. Company 
Nashua, N. H. 




















Q. Lindemann & Co. 


COMM \ Manufacturers of 
i 6COBIRD 8S 
“Mull ‘| CAGES Established 1863 


35-37 Wooster Street New York 






en 























The big sales and profit possibilities in handling Caloric Pipe and 
Pipeless Furnaces—due to the exclusive improvements and the 
new low price for quality products—are worth investigating. 
Shall we send you literature? 


CALORIC 


he Monitor 
F urnace Co. 


660 Woodrow St. 
Cincinnati, Ohio 
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Classified Opp 





HARDWARE AGE 








An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Box Number Address. 





ortu 


Set Solid, Minimum 50 words......+-ssse. 


4 insertions, 10% off; 8 insertions 15% off 
Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 








Each additional word..... eeeees eeeereeeeee . , 
All Capitals, Minimum 50 words..........0.00++ + TOe 

BRED GORPERIERL WOTE. cccccccccecscoscvevecseet 
BOE “HE  ceccceccecececocccoescceves pe0ceeeece teen 

RG GOGSOMRS GEERcccccceceossccecceesss éeeeeene . 





SPECIAL 





CHEESE—If you like to buy Swiss—Block— 
Limburger—or Brick in small quantities direct 
from factory write to the New Glarus Hardware 


Co., New Glarus, Wis. 


FOR SALE—Prosperous well known hardware 
store in New York City. Price $35,000. Es- 
tablished 32 years, modern fixtures, proprietor 
of store owns building—can arrange suitable 
lease and terms. Low rent. Address Box G-409, 
care of Harpware Ace, New York. 











Hardware stock and fixtures, about 
fifteen thousand dollars. Located in one of South 
Florida’s fastest growing towns. Doing a fine 
business, ninety per cent of sales cash. Low 
rental lease. Other interests make it necessary 
to sell, All cash, no trade considered. Address 
Wilsonian apartment J, Lakeland, Florida. 


I AM LOOKING FOR a small established 
hardware store in a growing community. When 
making reply give full information and reason 
for selling. Address Box G-422, care of Harp- 
WARE AGE, New York. 


BEST HARDWARE BUSINESS IN Charles- 
ton, West Virginia, Established nineteen years, 
stock and fixtures invoice about seventy-five thou- 
sand dollars. Have double brick building, three 
stories and basement, forty by one hundred, with 
shed at back, forty by fifty. On corner lot and 
wareroom twenty by sixty. On New York Cen- 
tral Lines. Will sell or lease the building. Must 
be sold by January Ist; cash deal, no trades. 
Address BOX G-424, care of Harpware AcE, 
New York. 


FOR SALE. 











-) 


Positions Wanted 














SALES REPRESENTATIVE PLUS— 


The kind of man who understands the making 
of customers as well as the making of sales 
and who knows how to build business relations 
that endure. He has had twenty years’ sell- 
ing experience and in that time has had but 
three connections and now will consider only 
a permanent position with promise of a future 
worth while. He has a good acquaintance 
with the jobbers from Ohio to and including 
the Pacific Coast, and is accustomed to vol- 
ume business. Warnings past year about 
Seven Thousand Dollars on salary ard com- 
mission basis. Correspondence solicited from 
high-class concerns who place value on the 
right kind of man. Address Box 7080-A, 
care of HARDWARP AGB, Otis Bldg., Ohicago, 
Ill. 














EXPERIENCED HARDWARE MAN, pro- 
gressive, ambitious and industrious, desires posi- 
tion as manager of retail hardware, or head of 
builders’ hardware department, wholesale or re- 
tail. Would consider buyer’s position or as travel 
ing salesman for manufacturer or jobber. Have 
salesmanship training. Prefer Northwest or Mua- 
dle West territory. Address Box G-404, care of 
Harpware Ace, New York. 





POSITION WANTED as Purchasing Agent; 
age 35. Branch or Sales Manager for whole- 
saler of hardware or hardware specialty manu- 
facturer, metalware, etc. Twelve years experi- 
ence house and traveling. Open for position Janu- 
ary Ist. Best of reference. Presently employed. 
A - oe Box G-378, care of Harpware Ace, New 

ork. 








HARDWARE STORE FOR SALE in good 
section of Middle West, with climate unequalled 
in the U. S, Established about 30 years. On 
main line of Sante Fe Farming, shops, 
etc. Address Box G-430, care of HarpWware 
AGE, New York. 


SALESMAN—Mechanical executive ability. 
Age 32, married. Four years a Atlantic 
Coast states and Eastern Canada, selling high 
grade line of cutlery and mechanics’ tools. Thor- 
ough knowledge of manufacturing and distribut- 
ing. Address Box G-417, care of HarpDWarE 
Ace, New Yerk. 





Help Wanted 


WANTED—An experienced traveling salesman, 
familiar with the western Massachusetts and 
Vermont trade, to represent a large shelf hard- 
ware jobbing house in the territory mentioned. 
Give full particulars regarding experience in 
hardware business, age, etc. Replies will be 
treated as confidential. Address Box G-412, care 
of Harpware Acer, New York. 


BUYER FOR HOUSEFURNISHINGS and 
floor coverings in a growing department store 
fifteen miles from New York City. This is an 
excellent opportunity for a young man with de- 
partment store experience. Address Box G-425, 
care of Harpware Ace, New York. 


SALESMAN WANTED TO SELL HARD. 
WARE AND MECHANICS’ TOOLS OF 
STANDARD MAKES TO THE WHOLESALE 
TRADE IN NEW YORK AND PENNSYL. 
VANIA FOR AN ESTABLISHED SALES OR- 
GANIZATION. MUST HAVE EXPERIENCE 
IN SELLING. STATE AGE, EXPERIENCE 
DRESS BOE fae oe DESIRED. AD. 

PS X_ G-431, E OF HARDW , 
AGE, NEW YORK, aes 


AN INDUSTRIAL MANUFACTURER with 
an established staple product requires a salesman 
with an acquaintance in the mill supply, heavy 
hardware, railroad and manufacturing trade in 
the city of Pittsburgh, and surrounding territory, 
with territory extending through Northern New 
York. Applications treated in confidence. Do 
not answer advertisement unless you are a pro- 
ducer and can furnish the best of references. 
Address Box G-433, care of Harpware AcE 
New York. 

















/ 

FOR 15 YEARS with one of the largest and 
most successful tool manufacturers in the coun- 
try, 6 years of this time as sales and advertising 
manager, and 3 years in similiar work with 
another most prominent tool manufacturer. 
Wishes to connect with manufacturer who needs 
active sales development. Address Box 193, care 
of Harpware AcE, 1402 Widener Bldg., Phila- 
delphia, Pa. 








MANUFACTURERS LINE WANTED by 
salesman with over thirty years’ experience sell- 
ing the large jobbing hardware and implement 
trade in the United States and Canada, will be 
open for engagement January Ist. If you have 
opening for high grade salesman, can furnish 
best credentials. Address Box G-416, care of 
Harpware Ace, New York. 


HARDWARE MAN, assistant to executive 
possesses initiative. 12 years experience, pur- 
chasing and billing, exceptional ability. 30 years 
old, available first of year. Address Box G-419, 
care of HarpwaAre Ace, New York. 


POSITION WANTED. Married man, age 34, 
would like connection with growing hardware or 
mill supply house, have had 16 years’ experience 
from stock clerk to buyer of mill supplies and 
heavy hardware, also 2 years outside selling, 
would prefer position as buyer but would con- 
sider selling. Address Box G-435, care of Harp- 
ware Ace, New York. 


POSITION WANTED IN A retail hardware 
store, in the South after January ist by a young 
man 28 years old, single, with five years’ experi- 
ence. Familiar with general line of hardware 
sporting goods, and radio. Finished high school 
and two years of college work; can give good 
references. Address Box G-421, care of Harp- 











WARE Ace, New York. 











Positions Wanted 


HIGH GRADE SALESMAN with ten years’ 
selling experience desires to associate with an 
established concern selling to the hardware and 
automobile trade in the New England territory. 
Services available January 10th, 1925. Address 
Box G-423, care of Harpware Ace, New York. 


EXPERIENCED HARDWARE SALESMAN 
WITH LARGE FOLLOWING OF THE BEST 
PAYING DEALER TRADE IN NEW ENG. 
LAND DESIRES STAPLE LINE OF HARD. 
WARE FOR NEW ENGLAND TERRITORY. 
MANUFACTURERS LINE PREFERRED. 
ADDRESS BOX G-432, CARE OF HARD- 
WARE AGE, NEW YORK. 


POSITION WANTED—Steore salesman selling 
same line coal stoves and combination ranges 
ten ‘-? desires new connection January fif- 
teenth. Address Box G-420, care of HARDWARE 
Ace, New York. 


Sales Accounts Wanted 




















| MANUFACTURERS’ 
REPRESENTATIVES 


Combination of ten experienced, active 
salesmen will take on additional line of 
mechanics’ or carpenters’ hand tools. Have #}) 
re in tools for many years, call on 

e jobbing trade in all parts of the country 
every ninety days and now represent three 
nationally known lines. 

To be of interest, must have reasonable 
amount of established business as we have 
demonstrated our success and cannot endeavor 
to develop an entirely new proposition. 

We solicit business from jobbers in hard- 
ware, accessory and mill supply fields on 
rigid jobbing policy and will not consider 
anything unless distributed exclusively through 
reputable jobbers. 


Address Box G-388 
care of Hardware Age, New York. 


eee Ue Newser wae 














ACCOUNTS WANTED—By manu- 
Cleveland headquarters. With 
established trade of 22 years in principal cities 
of Ohio, Indiana, Michigan and est Virginia. 
Can use one additional good live wire line in 
house-furnishing or hardware specialty. Photo 
or catalogue line — to the jobbing and 
retail hardware and department store trade on a 
straight commission basis. Address Box G-414, 
care of Harpware Ace, New York. 


MANUFACTURERS’ REPRESENTATIVE— 
Thoroughly experienced salesman, A-1 linguist, is 
going abroad soon. Has room for two or three 
more Hardware and Tool Representations. Basis: 
Commission and small share in traveling expenses. 
Highest of references as to integrity, ability, ex- 
perience. Only firms in A-1 class need apply. 
— Box G-403, care of Harpware Acr, New 

ork. 


SALES ACCOUNTS WANTED—Manufactur- 
ers’ representative with New York office and es- 
tablished trade calling on wholesale hardware, 
housefurnishing, automobile, radio, exporters and 
5 and 10 cent store syndicates, desires corre- 
spondence from reliable manufacturer of hard- 
ware or kindred lines on commission basis for 
New York City y von Address Box G-402, 
care of Harpware Acz, New York. 


SALESMAN WHO HAS been calling on the 
hardware jobbers and large retail stores in the 
East for the past 10 years desires one or two 
more lines of tools to sell to this trade. Only 
good reliable lines will be considered. Address 
Box G-418, care of Harpware Acre, New York. 


MANUFACTURERS REPRESENTATIVE 
HEADQUARTERS in Boston, well acquainted 
with best New England hardware trade, is open 
for reliable manufacturers’ representations in 
Massachusettes or New England. Address Box 
G-427, care of Harpware Acre, New York. 


SALES 
facturers’ agent. 
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SSIFIED OPPORTUNITIES—Continued 





is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. This does not 
include replies that have gone direct to advertisers using their signature. 





fies Accounts Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 








BUILDERS’ HARDWARE LINE wanted for 
Southern California. Prefer established line 
which will warrant intensive work among con- 
tractors and architects, sales to go through regu- 
lar retail stores. Have wide acquaintance among 
this trade, know territory, and in a position to 
thoroughly cover field. R. PRYNE, 1040 S. 
Broadway, Los Angeles, Cal. 








WANTED—TO REPRESENT MANUFAC. 
TURER. Hardware or Sporting Goods to job- 
bers and large retail in Pacific Coast States. 
Twenty years’ selling experience with one of 
largest hardware jobbers in country. References. 
Service to begin March 1, 1925. Address Box 
G-389, care of Harpware Acz, New York. 





SELLING ORGANIZATION in Montana. 
Idaho and Northern Wyoming are ready to go on 
the 1925 contract, wishes to add one or more 
lines of hardware or lines allied with that busi- 
ness. Profitable volume assured with a founda- 
tion of clean business methods. We solicit your 
account, Address Box G-7090-A, care of Harp- 
WARE Ace, Otis Bldg., Chicago, II. 





Sales Representatives Wanted 





STOVE SALESMEN WANTED for 1925. 
Salary and bonus, earnings limited only by abil- 
ity. Territories: Michigan, Iowa, Nebraska, 
Kansas and Oklahoma. Line well adopted, com- 
plete in both gas and coal goods. National ad- 
vertising, dealer cooperation. Applications de- 
sired from experienced and successful retail stove 
salesmen desiring road work, also from road men 
with established acquaintance in territories men- 
tioned who are looking for a proposition with a 
greater future. We have no men in these terri- 
tories now so don’t hesitate to write, stating ter- 
ritory preference, qualifications, etc. hadbans 


SALESMEN WANTED (by manufacturers 
rated over $300,000.00 and in business over 
twenty years) to sell a high grade moderately 
priced line of aluminum cooking utensils on a 
commission basis. Have territory open in In- 
diana, Western Ohio, New York, Tennessee, Vir- 
inia, West Virginia, North and South Dakota, 

ississippi, Alabama, Georgia, Florida, Texas, 
orth and South Carolina. Men must be ac- 
quainted with retail trade who buy aluminum 
ware or affliated lines. We give salesmen real 
co-operation and have a splendid proposition with 
a future in it for the salesmen. The right man 
can establish a trade that will constantly increase. 
We will only consider men who are experienced 
and have made good in the selling field. Sales- 
man can conveniently handle one other line in 
connection with ours. Write for catalog and 
salesman’s proposition. Address Box G-41l, care 
of Harpware Ace, New York. 





4 = 

IMPORTER OFFERS AS A side line and on 
a straight commission basis a high grade line of 
foreign made tools. Salesmen calling on_ tool 
buyers of hardware establishments please give 
full particulars and territory covered. All com- 
munications held strictly confidential. Address 
Box G-434, care of Harpware Acg, New York. 








Box G-426, care of Harpware Acre, New York. 











The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 








“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 
Sales Dept 
1015 Union Bank Bldg., 





: Pittsburgh, Pa. 








Hose Attachments 
For connecting hose to smooth 
faucets. Slips on and off easily. 

Economy Mfg. Co. 


53850 Germantown Ave. 
Philadelphia, 





Pa. 








If it’s the best tool you can sell 


For Working Stone 
it’s ours 
Trow & Holden Co., Barre, Vt. 
Bend for catalogue. 


L 


BIG PROFITS FOR JOBBERS AND DEALERS 
Selling Self-Lighting Gas Lighters 





















a Lights gas instantly. No 

I. friction. Retails 25c, $1.00 
eee per doz., $10.00 per gross. 

( 6e54 yy Profitable side line for sales- 


men. 
Rapid Mfg.Co.,10 E.14 St.,N.Y. 


Economy 





_ TRAVELING MEN WANTED who can _en- 
joy and increase their sales from Saunders Nor- 


vell’s hy | Years of Hardware.” It is 
crammed with sales inspiration, background and 
ideas. $3.00 a copy. Order your copy now 


from Harpware Ace, New Yor 








American Can 


GALVAM 


BLACK IRON 






American Can Company 





REPRESENTATIVES WANTED. A manu- 
facturer of high grade coaster wagons requires 
representation in several states. Exclusive terri- 
tory available to big producers. Salesmen cov- 
ering territory in a car handling one or two 
other lines for the hardware trade preferred. 
In your first letter give age, experience and 
references. Address P. O. Box No. 321, Salem, 

hio. 





MANUFACTURERS’ AGENT or salesman 
wanted to handle as a sideline om a commission 
basis poultry legbands sold by hardware dealers 
and jobbers and seed stores. Widely advertised 
and standard article. In answering state territory 
covered and Nines handled. M. Bayerdorffer, 
Huguenot Park, Staten Island, New York. 


—o 





SALESMAN WANTED to cover the New En- 
land territo by a concern who manufacture 
uilders’ hardware specialties; one who is ac- 
quainted with the territory prefer This con- 
cern is widely known among the trade both West 
and East. All replies considered strictly confi- 
dential. Address G-393, care of Harpware 
Ace, New York. 


ox 





SALESMAN FOR NEW YORK CITY. An 
old established “well rated manufacturer is —— 
a high calibre salesman, who is well acquainte 
with the export, wholesale and retail hardware 
and auto accessory trade to sell a high grade 
line of locks. Exceptional opportunity to right 
man. State in full past experience; also refer- 
ences. Address Box G-428, care of HARDWARE 
Acge, New York. 





SALESMEN WANTED to represent an old 
established manufacturer of well known products 
sold through the hardware and auto supply trade. 
A few ¢hoice territories still open. A-1 proposi- 
tion for right men. In reply state in full age, 
past experience and territory you have been cov- 
ering, also references. Address Box G-429, care 
Harpware Ace, New York. 











SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass. 








Oil, Molasses and 
Dairy Gates 

Perfection Pattern. 
Made in All Styles. 


Syracuse Stamping 





0. 
Syracuse, New York 


one 








AXES 
and 
Scythes since 1812, Axes ‘since 1800 


RIXFORD 


MFG. CO. 
East Highgate, Vt. 








CRAYONS 


FOR EVERY PURPOSD 


STANDARD CRAYON MEG. Co. 








EYELET TOOL CO. 


Manufacturers of Punches and Sets (Hand 
Drive and Foot Power) for Leather, Cloth 
Metal, Punch Tubes, Punches and Dies 
kinds and sizes made to order. 
Booklets free, Established 1858. 


190 Dorchester Ave., Boston, Mass. 


and 














Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 


BALETIES 





< 


J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=—Bivelto— 








ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 















PEERLESS FAUCETS 


‘Made of best Maple, with Leather 
Lining and Best Block Tin Key. 
Beware of Imitations. Genuine are 
Stamped with Maltese Cross. 
} John Sommer Faucet Co., Newark, N. J. 


JOHN SOMMER’S 








Clamp’s Washers 
Stop Leaky Faucets 
Samples FREE 
U. S. WASHER CO. 


Box 398 
Hartford, Conn. 
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A representative set of 
wholesale hardware 
forms. This set is 
known as a Combina- 
tion Charge or Delivery 


510 TO 624 CUTHBERT ST, 


and! 
307 TO 519 COMMERCE ST, 





SUPPLE - BIDDLE HARDWARE CO. 





anus men 


system and consists of: 


Address ___ 








1. Delivery Receipt. 








2.Packing List and 
Purchaser’s Copy. 


3. Office Voucher for 

















Bill and Charge Pur- 
poses. 


Your present forms, or 
forms such as these, 
can be readily adapted 
to use with the AUTO- 
GRAPHIC REGIS- 
TER, saving time and 
money. 


What Modern Hardware Wholesaling 
Owes to the Autographic Register 


In modern hardware wholesaling the AUTOGRAPHIC REGISTER 
serves in many instances as the centralized source of records for all 
departments. Forms such as those illustrated above provide each 
department or unit of the wholesale business with uniform records, 
all made at one writing. Records written and issued from the 
SHOUP-ALIGNER AUTOGRAPHIC REGISTER are distributed 
to the proper departments, where their uniformity and authenticity 
is unquestioned. 


Not only does the SHOUP-ALIGNER thus assure accuracy and uni- 
formity of wholesale records, but it also saves time and labor by 
providing all records at one writing. 


The development of “SHOUPERIOR” Systems such as this has 
made it possible to manage a wholesale hardware business with a 
degree of efficiency which wholesale merchants of the old school 
would find difficult to understand. i: 


Up-to-the-Minute Information 


If you want fresh up-to-the-minute information, really practical 
ideas and suggestions for the handling of your business records, 
for saving time and money and increasing efficiency and accuracy, 
it will pay you to have a talk with one of our Systems experts. 
Such a talk will put you under no obligation of any sort, but most 
assuredly it will be profitable to you. 


Simply write us on your own letterhead, and we will send a trained 
Systems man to offer suggestions with respect to your problems. 


AUTOGRAPHICG REGISTER COMPANY 
1000-1004 Clinton Street, Hoboken, New Jersey 


Represented in Canada by 


AUTOGRAPHIC REGISTER SYSTEMS, Limited 
110 St. Peters Street, MONTREAL 














No. 4 
The Capture 
of the Whole- 
sale Hardware 


Field 


The tremendous 
popularity of the 
AUTOGRAPHIC 
REGISTER 
in the retail hard- 
ware field began 
to attract the at- 
tention of hard- 
ware wholesalers. 
The demand be- 
came insistent for 
AUTOGRAPHIC 
REGISTER 
Systems as ap- 
plied to hardware 
wholesale rec- 
ords. These Sys- 
tems were sup- 
plied, and soon 
universally 
adopted. 


ESTABLISHED IN 1883 
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nap-on 


T INTERCHANGEABLE 


Socket Wrenches 


Look for the name—without it 
no wrench is a genuine Snap-On 


The World’s Oldest 


Business 


More and better tools have always been 
man’s greatest necessity. In the beginning 
each made his own—then perhaps he 
traded for them with the man who made 
the best ones. To-day he goes to his hard- 
ware dealer and selects specialized tools for 
his particular work. 














a 


Snap-On Socket Wrenches are the specialized tools 
for the car owner and every other man who has a nut 
or a bolt to turn. The wrenches that the pioneer used 
to repair his prairie schooner—even the wrenches that 
served the first car owners—do not meet present day 
needs. 





A tremendously big and profitable new market is open 
to the hardware dealer who offers Snap-On service 
to the car owners of his community. The Snap-On 
Cabinet provides a complete socket wrench depart- 
ment in itself. The “What Car Do You Drive” book 
contains all the information necessary for its opera- 
tion. In no other line can you offer such complete 
and satisfactory wrench service on an investment so 


small. 
Write for full details. 


MOTOR TOOL SPECIALTY CO. 
14 E. Jackson Blvd., Chicago, Ill. 


Distributing Branches in 18 Principal Jobbing Centers 


Snap-On Wrench Co., Mfrs., Milwaukee 
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Make Money on Shotgun Shells 


Simplify and Concentrate Your Line 


HE go Remington Game Loads and 74 Economy Shells makeupthe only line . 
of shotgun shells that will enable you to simplify and concentrate 100%. 


This simplified line meets perfectly every requirement of the sportsmen of 
North America. In it you will find the right load and the best load for all 
game hunted in your locality. 


Simpiiication and 


In less than three years Remington Game Loads have become the largest selling 
shot shells in the United States. This is positive proof that they are already the 
most popular shells with the sportsmen. They have built big business for Rem- 
ington, and for an army of dealers who have concentrated on them. 


standardization 


Hndorsed 


Moreover, these dealers have decreased their investment and increased their 
turnover. ‘They have actually made more money. 


You can do the same thing by selecting the loads you need from this simplified 
line. Place your fall order now with your jobber’s salesman or the Remington 
Representative. Buy Remington Game Loads and Economy Shells in case lots. 
Use the Remington dealer helps, window displays, and merchandising sugges- 
tions—every one a sure-fire business builder. 


Remington Arms Company, Inc. 
Established 1816 
25 Broadway New York City 


Kemington, 


Game Loads _EconomyY Shells 


Rifles Ammunition Shotguns Game Loads Cutlery Cash Registers 
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